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WESTERN HEMLOCK OLD GROWTH DOUGLAS FIR SITKA SPRUCE 








In this dry shed, one of five (shown above,) 12 freight cars can be loaded at one time. 





Shipments arrive at destination easier to check, easier to unload and easier to dispattt. 
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See Our Displays... 


Talk with Our Representatives 


At the Coming Conventions 
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Our staff representatives will be on hand to meet with you at each one of these coming conventions: 


January 10-11-12—Northwestern Lumbermen’s Assn., Minneapolis—Minneapolis Auditorium. } 
February 2-3-4—Michigan Retail Lumber Dealers Assn., Grand Rapids—Civic Auditorium—Pantlind Hotel. 
February 8-9-10—TIllinois Lumber & Material Dealers Assn., Chicago—Hotel Sherman. ‘ 
February 15-16-17—Wisconsin Retail Lumbermens Assn., Milwaukee—Milwaukee Auditorium. 
March 1-2-3—Indiana Lumber & Builders’ Supply Assn., Indianapolis—Murat Temple. 


Be sure to see us there and let us show you how we can be of real service to you. 


NOW -- 


FIVE Strategically Located 
Warehouses to Serve You 


Chicago, Jl., 509 W. Roosevelt Rd. 
Phone TAylor 9-0800 


Minneapolis, Minn., 601 Taft St., N.E. 
Phone Granville 2444 


Detroit, Mich., 8800 Howell St. 
Phone Tyler 8-2000 
Cameron Plywood Co. 


Milwaukee, Wisc., 500 South llth St. 
Phone ORchard 2-6730 


Goshen, Ind., 10th & New York St. 


@ Sales Offices: 


Elkhart, Indiana, Room 405, Manger Bldg. 
Phone Walnut 5025 


Seattle, Washington, 12000 Second Ave., N.W. 
Phone Grant 4775 


Flint, Michigan, 2220 Hills St. 
Phone 3-5156 








Complete Lines of 
Plywood and Doors 


“ROCHTON 


at Chicago, Milwaukee, 
Minneapolis, Grand Rapids 
& Indianapolis Conventions 


EACH Warehouse Carries 
One of Today’s Most 
Complete Stocks of: 


FIR PLYWOODS 


Sanded, sound grades, sheathing and industrial 
sanded. 


PLASTIC FACED PLYWOOD 
WESTERN CEDAR 


Vertical grain, ideal for all purposes. 


HARDWOOD PLYWOODS 


Cabinet and wallboard grades, all thicknesses Pe 
birch, maple, gum, mahogany, oak and walnut i. 


DOORS 


Hollow core type, flush and panel designs. Le 














Koehton Plywood & Veneer Co., Inc./ 


509 WEST ROOSEVELT ROAD, CHICAGO 7, ILLINOIS 
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1949 WILL SET NEW HIGH IN CONSTRUCTION VOLUME dollar- 
wise, government authorities predict. However, actual construction 
will remain at this year’s level. Total construction for 1949 is now 
estimated at $18,750,000,000. Higher construction costs, say econo- 
mists for Labor and Commerce Departments, will set the new dollar 
volume figure. 


OUTLOOK FOR NEW PRIVATE CONSTRUCTION is $13,750,- 
000,000—about the same as the experts expect for 1948. Private non- 
farm residential construction will continue to be largest single factor 
in the picture—about $6,500,000,000. 


LOWER-PRICED HOMES are being talked about everywhere. 
The cream has been taken off the high-cost homes market; more 
attention will be given to providing good housing, shorn of frills 
and extras, for well under $10,000. Several unpredictable factors 
will play an important role: 1. Costs— economists say building 
costs will go up another 5 per cent in 1949, noting that costs in 
September were some 4 per cent above the average for the first 
nine months in 1947. 2. New legislation governing housing. 3. New 
provisions for mortgage financing. 


DECLINE IN HOME BUILDING is expected in 1949. The Com- 
merce Department now estimates that 875,000 homes will be built 
in ‘49, a decrease of 7 per cent from this year’s estimated 950,000. 


INCREASE IN PUBLIC CONSTRUCTION is anticipated next year. 
New public building, it is believed, will reach $5,000,000,000, an 
increase of almost a billion or 24 percent of the total in 1948. The 
Dodge Corp. predicts a decline of 9 percent in commercial building 
next year; manufacturing structures down 15 percent; churches 
and religious buildings down 19 percent; social and recreation 
buildings, 14 percent. Increased construction is forecast in these 
fields: hospitals and educational structures, 11 percent; moderate 
rise in public works and utilities. 


PUBLIC HOUSING WILL GET GOP BACKING in the 81st Con- 
gress in the persons of two New England Republicans, Sen. 
Flanders of Vermont and Sen. Tobey of New Hampshire. The two 
senators in a joint statement declared that “nothing has occurred 
since the 80th Congress to alter our belief that immediate action 
must be taken to provide low-rent housing units for low-income 
families.” Housing problem today, they said, is not simply building 
more housing units but providing living quarters at rents and 
prices that the ‘‘average worker can afford.” 


1949 MORTGAGE LOANS ON NEW HOMES should be concen- 
trated on new dwellings selling for under $10,000 members of the 
Unit d States Savings and Loan League were told at their 56th 
annu al convention in New York City. To support necessary financ- 

t this field, members were asked to add $2,500,000,000 to the 
s and investment accounts of their institutions next year. 


NOVEMBER RESIDENTIAL CONSTRUCTION SLUMPED below 
the "corresponding month for the same year for the first time since 
the war. The November figure of $600 million was 8 percent below 
Oct er and 5 percent below November, 1947. The Commerce and 
Li 











\r Departments placed the value of all new construction for the 
i'l months of this year at $16,300,000,000 or 29 percent above 
comparable 1947 figure. 


 wenmigae EMPLOYED ON CONSTRUCTION JOBS topped the 
'wo million mark for the seventh consecutive month. The November 
ire of 2,150,000 was off 47,000 from October and 100,000 below 


* postwar peak of August. 
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DEALER SALES ARE DECIDEDLY 
UP FOR FIRST TEN MONTHS 
OF ‘48 
But October volume shows 
-decline in 26 of 37 cities 


SALES by building materials 
dealers for the first 10 months of 
1948 are substantially greater than 
the sales rung up for the same 
period in 1947. 


Statistics just released by the 
Department of Commerce, spotting 
37 cities from  Coast-to-Coast, 
show that retail sales by build- 
ing products increased in every 
one of these metropolitan areas 
from five to 31 per cent for the 
first 10 months of this year. 


Cincinnati and Rochester each 
showed gains of 31 per cent. Other 
substantial percentage increases: 
Providence 30; Milwaukee 29; Ft. 
Worth 28; Philadelphia and Cleve- 
land 27; Houston and New York 
City 24. 

Offsetting this cheery news were 
figures reflecting a decided drop in 
sales for October as compared with 
September of this year. Twenty- 
six of the 37 reporting cities re- 
ported October sales under Sep- 
tember. Average drop was about 7 
per cent. 


NAHB SESSIONS WILL FEATURE 
CLINIC-PANEL TYPE 
DISCUSSIONS 


Fifth annual Chicago session 
will be held February 20-24 


INDUSTRY ISSUES will be 
discussed through six clinics and 
four panel groups at the fifth an- 
nual convention and exposition of 
the National Association of Home 
Builders in Chicago, Feb. 20-24. 

Clinics which will be held first 
on Tuesday and repeated on Wed- 
nesday to give everyone an oppor- 
tunity to attend as many as pos- 
sible will cover FHA Questions 
and Answers; Dry Wall Construc- 
tion Methods; The Builder-Erec- 
tor’s Place in Building and Mar- 
keting Prefabricated Houses; Panel 
Heating; the Economy House and 
Merchandising Houses Through 
Better Design. 

Panel discussions, which will be 
incorporated in the general ses- 
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sions, will cover the following top- 
ics: Tomorrow’s Market; Land 
Planning for Permanence and 
Grand Roundup. A fourth panel 
will be announced later. 


SOUTHERN PINE ANNUAL 
MEETING IS SCHEDULED 
FOR APRIL, 1949 


, H. C. BERCKES, § secretary- 
manager, Southern Pine Associa- 
tion, has announced the annual fF 
meeting of the association which ff 
will be held at the Roosevelt Hotel, 
New Orleans, April 5-7, 1949. 
One of the leading items on the 
business agenda will be a discus- 
sion of the association’s three-year 
program of trade promotion. The 
first year of this program is being 
completed. 


Pf 
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FAIRFIELD NAMED PRESIDENT 
OF INSULATION BOARD 
INSTITUTE 


| Insulite sales manager succeeds [ 
K, f S J. V. Jones, Armstrong Cork Co. 
eep 1 f feaad y M. C. FAIRFIELD of Minne 


apolis, Minn., was elected president } 


of the Insulation Board Institute, | 
P trade association of the insulating 
or ore ro 1t board manufacturing industry, at [7 


the Institute’s annual meeting in 
Chicago. Mr. Fairfield, who is sales 
manager of Insulite, a division of [7 
Steady, even pressure day after day produces best the Minnesota and Ontario Paper fj 


results in a power plant or a lumber business. - 


One takes steam; the other takes sales . . . but the 
principle is the same. A consistent volume of business 
produces more profit than a series of fluctuating peaks 
and valleys. 

Keeping your sales pressure at the level you want it 
calls for sales-mindedness, long experience and wide-spread 
market coverage. That’s where wholesalers come in. They 
have the “know how” to turn in a profitable volume of 
business throughout the year. 


Start the New Year right!—Use the WHOLE- 
SALER! 


>> 


M. C. Fairfield 










National-American WHOLESALE Lumber Association Company, succeeds James V. Jones 
ESTABLISHED 1893 of Armstrong Cork Company, Lal & 

caster, Pa. i 

tiie Dean Crandall of National Gy [7 
YEON BUILDING sum Company, Buffalo, N. Y., wa jf 
PORTLAND 4, OREGON named vice-president and Marvil )© 
Greenwood of Celotex Corporation F 
Chicago, became the new treasurer: 
The board of directors, in additio 


HEADQUARTERS 
41 E. 42ND STREET 
NEW YORK 17,N.Y 
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ART SPAR [=== 
DENT IES QUICKLY BRUSHES EASILY 
. COVERS PERFECTLY 
: : MANUF VARNI. H 1 
4é 77 : 
all THE WONDER ENAMEL” |p @AN Varenisi COMPS 
ork Co. 
Minne- You can boost your business this winter with 
esident American’s famous Art Spar Enamel. Art Spar 
acitane, gives your customers the best protection and 
ulating . ‘ 
ronnie beauty they can buy for kitchen chairs, tables, 
ting in stools, wastebaskets . . . in fact, all through the ant beauty thet laste fee years, Asnatour paiet- 
is sales house wherever a gay, colorful, easily washable d h iialiatall a 
weeny Sate i Maite ers are amazed at the professional results they 
. Paper , get ... even the first time they use it. 
This wonder enamel covers solidly in one coat Art § ; q 
—dries to a super-smooth, porcelain-like gloss . oe peer paler nace. 28 
proved colors. You can get a display rack and 


finish that wears and wears and wipes sparkling 
clean with just a damp cloth. Art Spar is easy 
to apply—leaves no brush marks—gives brilli- 


colorful display card with your order. Find 
out now how Art Spar can pay you bigger 
profits. Color card and complete information 
on request. Write today! 









Art Spar Enamel is just one member of 
AMERICAN’S family of top quality paints 
and varnishes that pay AMERICAN dealers 
steady, year ‘round profits. You are invited 
to write for full information about handling 
AMERICAN’s complete line. 
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Marvin 1126-1140 N. North Branch St., Chicago 22, Illinois 
poration, § 
reasure!: Manufacturers of varnishes—paints—stains—lacquers—synthetic 


addition enamels — cello film — soldering flux and special coatings. 


-RMAN & NG Propucts MERCHANDISER 


NEWS aad TRENDS 


to the officers, includes Mr. Jones, 
James B. McCorkle of United 
States Gypsum Company, Chicago, 
and D. M. Pattie, Wood Conversion 
Company, St. Paul, Minn. 


Shipments of insulating board 
products in 1948, it was estimated 
by J. B. Blackburn, Institute man- 
ager, will reach an all-time high of 
approximately two billion square 
feet. 


MORTGAGE LENDING 


Reports of tightening credit 
hasn't slowed record loans 


ALTHOUGH mortgage lending 
is at record levels, the mortgage 
debt is lower in relation to income 
than during the peak building years 
of the 1920’s, Melvin H. Baker, 
chairman of the Construction In- 
dustry Information Committee, 
stated in an official release. 

“Both the amount of current 
mortgage lending and the size of 
the outstanding mortgage debt for 
residential properties continue at 
high levels, according to the last 
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“OLD TIMERS” 


An the heavy sods 


No "green wood” on this rugged team. 
Here is job-tested logging equipment 
that has proved itself with top per- 
formance under any conditions. New 
requirements and modern design have 
resulted in up-to-date adaptations of 
the old reliable machines. For further 
information about lasting service, 
economy, and speed of production, 
write, phone, or come in today! 


HYSTER winches, sulkies, skidding pans 
and rigging; DISSTON chain saws; 
CATERPILLAR diesel engines. 
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MENANDS 
NEW YORK 


Telephone 5-5255 


~ 


<a 2 eee NNNIII2 77-27 a aan 


10 


charges 


governmental reports,” Mr. Baker 
said. “Lending has continued at 
a peak rate of more than a billion 
dollars a month through August 


this year, in spite of reports of ff 


tightening credit. And the out- 


standing nonfarm mortgage debt | 


on one-to-four family homes, by 
the latest estimate, has reached 


nearly $33 billion, which is 54 per cf 


cent greater than the pre-depres- J 
sion peak in 1930 and almost double 


the depression low point in 1936. 


MORTGAGE CREDIT AMPLE 


“The volume of mortgage credit a 
has been ample to sustain our J 
great current home building ac- ff 


tivity, and it is significant that the | 
dollar volume of mortgage debt is | 


dollar volume of nonfarm dispos- 4 


able income (after taxes) than in 


the big building years of the 1920's. he 
“This would indicate that the © 


debt load today is more easily car- © 


ried by home buyers, with incomes Re 
relatively larger than in the former |% 


prosperity era of building. Be- 
tween 1925 and 1930, the dollar 


volume of mortgage debt averaged | 


more than 26 per cent of the dol- 
lar volume of nonfarm disposable 


income. In contrast, the 1947 ratio | 


that for 1948 it will not be over 21 


per cent. 


“Other favorable factors making |7 
mortgages easier to carry today |7 


are the lower interest rates, longer 
periods of amortization, 

and fees, and 
amortization. 

“While savings and loan asso- 
ciations, banks and _ trust 
panies, aind 
far in the lead with respect to the 


volume of lending on nonfarm mort- © 


gages of $20,000 or less, the 
greatest relative expansion of mort- 
gage lending 
months of 1948 over the same part 
of last year was carried out by in- 
surance companies, with an in 
crease of 33 per cent, and by mu 
tual savings banks, with an in 
crease of 28 per cent.” 


PURDUE UNIVERSITY WILL 
OFFER COURSE IN 
HARDWOOD GRADING 


OPPORTUNITY for those mer- 
chants dealing in hardwood lumber 


t 
iy 


com- |= 
individuals continue 


in the first eight © 


ae 
Se 
a 

| 


to become better acquainted with | 


the interpretation of the nation 


inspection rules and how they af 


applied to the various species ¥ 
offered at Purdue University, L* 
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| LOOK What MEDCO Offers You 
“<< In Mixed Cars of DOUGLAS FIR 
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MEDCO has a made-to-order service for retail lumber dealers 
—almost any assortment of building items in a mixed car. 
With MEDCO’S mixed car service you can maintain a well- 
balanced stock with minimum investment. You can often de- 
liver direct from car to job without any warehousing cost. You 
can increase your turnover and profit per dollar of investment. 


Our planing mill is equipped with an S. A. Woods 10” moulder 
with which we make small casing and base and detail 
moulded standard patterns in both Pine and Fir. Our Stetson- 
Ross 6” x 15 Matcher makes all our flooring and standard 
siding patterns. The S. A. Woods 6” x 25” Surfacer runs the 
shiplap and center matched boards and Pine and Fir Selects. 
The 6” x 15” Stetson-Ross surfacer runs thé eased edge dimen- 
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Finish 
Pine & Fir 





_ sion, and 4x4, 4x6 and large timbers are 


surfaced by our 16” x 20” Stetson-Ross 
sizer. 


Of course, we also make straight car 
shipments of boards, dimension, timbers, 
industrial items, etc., in Douglas Fir, 
White Fir, Sugar Pine and Ponderosa Pine. 


The MEDCO rep- 
resentative near- 
est you will be 
pleased to quote 
you on straight 
or mixed cars. 
May we have 
our representa- 
tive contact you? 

























SEASON'S GREETINGS 


from Your 
Western Wholesalers 


May we take this opportunity to express our 
appreciation of the increased business en- 
trusted to us in 1948. 

We've enjoyed serving old customers—and 
of making the acquaintance of new ones 
who have joined the customer-fold this 
past year. 

Your Western Wholesalers make it a point 
to maintain an intimate knowledge of the 
western mills—and pledge continuance of 
their ever alert “service from many mills"— 
service from the mills best equipped to meet 
your particular needs. 

Consult your Western Wholesaler on your 
1949 requirements. 





Pacific National Sales Co. 


West Coast Lumber 
Charles 8B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 





WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 














epee &: 


5é4 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 











Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle |, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon 
Lumber Co. 


Yeon Bidg.. Portiand, Ore 
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fayette, Ind., Jan. 10-13, when the 
fourth hardwood lumber grading 
course sponsored by the depart- 
ment of forestry and conservation 
will be held. 

Earl S. Swartzbaugh, assistant 
chief inspector, National Hardwood 
Lumber Association, will be the in- 
structor. Applications for the 
course may be made to Roy C. 
Brundage, department of forestry 
and conservation, Purdue Univer- 
sity. 


EDUCATIONAL AID 


Southern Pine Group promotes 
industrywide training program 


A selective group of foresters 
graduating from the Duke School 
of Forestry with master degrees 
will be given a year’s intensive, ex- 
perience-training in the Southern 
Pine lumber industry to qualify 
them for responsible positions, ac- 
cording to a joint announcement 
by Dr. C. F. Korstian, Dean of the 
Duke School of Forestry, and H. C. 
Berckes, Secretary-Manager of the 
Southern Pine Association. 

“The Southern Pine lumber in- 
dustry,” Mr. Berckes said, “recog- 
nizes the desirability of training 
qualified, professional foresters by 
actual experience to cope with op- 
erating conditions of industry. We 
fee] that such practical knowledge 
will enhance their value as foresters 
in the service of a company. 

“Necessarily,” he stated, “the 
program will be limited in applica- 
tion. Only those manufacturers de- 
siring to underwrite the training of 
technical foresters for responsible 
positions in their organizations 
will participate. It will not apply 
to the general employment of tech- 
nical foresters. Moreover, an es- 
sential feature of the program is 
the careful and deliberate selection 
of foresters interested in and quali- 
fied for employment in the lumber 
industry. While the present pro- 
gram applies to cooperation with 
the Duke School of Forestry, the 
project may be extended in the fu- 
ture to other southern forestry 
schools.” 


DUKE’S PART IN PROGRAM 


Speaking for. the Duke School 
of Forestry, Dr. Korstian said: 
“We are delighted that it has been 
possible to work out what looks to 
us to be not only a new departure 


but a very progressive program 
and one that we sincerely hope will 
result in credit to the foresighted- 
ness of many of the members of 
the Southern Pine Association.” 

In accepting the program in be- 
half of Duke University and the 
School of Forestry and pledging 
full cooperation, Charles E. Jor- 
dan, Vice President and Secretary 
of Duke University, states: “This 
is a very forward-looking, practical 
plan for preparing young men for 
responsible positions in the lumber 
industry, and I confidently expect 
that it will prove to be a highly 
successful undertaking.” 

Under the joint program for ex- 
perience-training of foresters hold- 
ing Master of Forestry degrees, the 
Southern Pine Association will: 
(1) assist lumber manufacturers 
interested in this program in the 
selection and placement of trainees; 
(2) cooperate with participating 
companies in the development and 
guidance of their respective train- 
ing programs; and (3) render such 
assistance as may be required by 
each participating company in 
evaluating the quality of work per- 
formed by the trainee. 

The Duke School of Forestry 
will: (1) select forestry gradu- 
ates who are interested in and are 
qualified for employment in the 
lumber industry; (2) maintain 
contact with trainees during the 
training period; and (3) assist in 
evaluating the work of the trainees 
and in analyzing the results of the 


program. The latter is important E 


and valuable as a practical aid in | 
revising study courses for prospec- | 
tive trainees. 


ONE-YEAR TRAINING PERIOD 


The recommended training period 
is one year. However, a company 
may decide, before the completion 
of the training period, to employ 


the trainee on a permanent basis a 
and yet provide opportunity for the |~ 


trainee. The company also may ter- | 
diversified experience. This can be | 
consummated by mutual agree- 
ment between the company and the 
traine. The company also may ter- © 


minate the training program if a ™@ 
trainee lacks aptitude for practical |~ 


work or should otherwise prove unl- 
suited to the work assigned. 

The Duke School of Forestry and 
the Southern Pine Association 
jointly will award an appropriate 
certificate to each lumber manu fac- 
turing company participating 1 | 
this Postgraduate Forestry Expe 
rience-Training Program. 

Upon satisfactory completion of 
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NEWS aud TRENDS 


the “training - experience” each 
trainee will be awarded a suitable 
certificate signed by the company, 
the Dean of the Duke School of 
Forestry, and the Secretary-Man- 
ager of Southern Pine Associa- 
tion; and this fact will be duly re- 
corded in the trainee’s academic 
record. 





1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


January 10-11-12—Northwestern Lumbermens 
Association, Minneapolis, Minn., Minneapolis 
Auditorium. 


January 11-12-13—Kentucky Retail Lumber 
Dealers Assn., Louisville, Ky., Brown Hotel. 
January 18-19-20—Ohio Association of Retail 
Lumber Dealers, Cleveland, Ohio, Cleveland 
Public Auditorium. 

January 24-25-26—Northeastern Retail Lum- 
bermens Assn., New York, N. Y., Pennsyl- 
vania Hotel. 
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ZS KILN DRIED BOARDS 4 
= for Buyers Who Know Values 
Don't look further—if you need KD Southern 
Pine boards. Our recently doubled kiln ca- 
pacity is enabling us to place special emphasis 
on 
1x6 RL #2 KD-S4S, S2S & CM, 
Pats. 105, 106 and 116 Siding 
Nice, clean, bright stock. Well-manufactured, 
properly kiln dried. Dependable grades. 
Also consult us on 4/4 AD Hardwoods 
Best Wishes 
for a Happy 
Holiday Season 
Zz Z Zz 
Z Z 
d Zz 
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Z Z Z Z, 
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January 26-27-28—Southwestern Lumbermens 
Association, Kansas City, Mo., Municipal 
Auditorium. 


January 27-28-29—Western Retail Lumber. 
mens Association, Seattle, Wash., Olympic 
Hotel. 


February 2-3-4—Michigan Retail Lumber Deal- 
ers Assn., Grand Rapids, Mich., Civic Audi- 
torium-Pantlind Hotel. 


February 2-3—Lumber Dealers Assn. of W. 
Pennsylvania, Pittsburgh, Pa., William Penn 
Hotel. 


February 8-9-10—Illinois Lumber & Material 
Dealers Assn., Chicago, Ill., Hotel Sherman. 


February 9-10-11—Middle Atlantic Lumber- 
mens Association, Philadelphia, Pa., Bellevue. [> 
Stratford Hotel. 


February 9-10-11—Mountain States Lumber |7 
Dealers Assn., Denver, Colo., Shirley-Savoy [7 
Hotel. 


February 14-15-16—Lumber Merchants Assn. 
of Northern Calif., Santa Cruz, Calif., Santa 
Cruz Hotel. 

February 15-16-17—Wisconsin Retail Lumber- 
mens Association, Milwaukee, Wis., Milwav- 
kee Auditorium. 

February 17-18—Virginia Building Material 
Association*, Richmond, Va., John Marshall 
Hotel. 


February 22-23—Lumber & Supply Dealers’ 
Council*, Augusta, Ga., Sheraton Bon Air 
Hotel. 

February 23-24-25—Nebraska Lumber Mer- 
chants Association, Omaha, Nebr., City Audi- 
torium. 

February 25-26—West Virginia Lumber & 
Builders’ Supply Dealers’ Association*, Wheel- 
ing, West Va., McClure Hotel. 
March 1-2-3—Indiana Lumber & Builders’ |7 
Supply Assn., Indianapolis, Ind., Murat 
Temple. 

March 10-11-12—Intermountain Lumber Deal- 
ers Association, Salt Lake City, Utah, Hotel 
Utah. 


March 14-15-16—Independent Retail Lumber 
Dealers Assn., Minneapolis, Minn., Hotel 
Radisson. 


































March 16-17—Lovisiana Building Material 
Dealers Assn., New Orleans, La., Jung Hotel. 


March 16-17-18—lowa Retail Lumbermens 
Association, Coliseum & Hotel Savery, Des 
Moines, lowa. 


March 23, 24, 25—Carolina Lumber & Build- 
ing Supply Assn., Civic Auditorium, Asheville, 
N. C., George Vanderbilt, Battery Park 
March 24-25—Florida Lumber & Millwork 
Association, Inc.*, St. Petersburg, Fla., Soreno 
Hotel. 
























April 7-8—Mississippi Retail Lumber Bealers 
Assn., Biloxi, Miss., Buena Vista Hotel. 


April 7-8—New Jersey Lumbermens Associc- : 
tion*, Atlantic City, N. J., Traymore Hotel. | 


April 10-11-12—Montana Retail Lumbermens 
Association*, Missoula, Mont., Florence Hotel. 


April 21-22-23—Southern California Retail [7 
Lumber Assn., Los Angeles, Calif., Ambasso- |” 
dor Hotel. 


April 24-25-26—Lumbermen’s Association of 
Texas, Dallas, Texas, Fair Park Agricultural 
Bldg. 


April 28-29-30—T Lumber, Millwork 
& Supply Dealers Association, Andrew John- 
son Hotel, Knoxville, Tenn. 


May 6-7-8—Arizona Retail Lumber & Bids |= 
Supply Assn., Douglas, Ariz., Gadsden, Ar 
Note: Convention schedules fer the following 
were not available at publication tim®: 
Arkansas Association of Lumber Dealers. 
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Lhwistmas -- 1948 


For those of us in the building industry this holiday holds special meaning 


and significance. : 


Christmas is primarily a home festival. Public places are deserted. We gather 
together around. the’ tables: and firesides of our own and our neighbors homes. 


There we find traditional hospitality, companionship, affection and security. 


Two housewives* beautifully expressed the inner-most feelings of homeowners 


when they wrote: 


*“Home—a place of contentment and 
cheer, sometimes laughter, sometimes 
just silence. Pepper catnapping on his 
pillow, an ashtray and a pipe, an easy 
chair and a footstool too. Children’s 
voices, the family singing old-time 
songs. The darning basket, the Bible on 
the table, a clock that strikes, and 
flowers on the window sill. The spicy 
smell of pumpkin pie and fruit cake at 
Thanksgiving time. And at Christmas, 
the stockings hanging in a row. All these 
little, simple, homely things mean 
HOME TO ME.” 


*“Being a housewife, my Social Security 
Number is not recorded in Washington, 
BUT I HAVE ONE. It is the number 
on the front door of my very own home. 
That is what HOME means to me— 
SECURITY. 

“When one buys a home he plants his 
roots deeply and that blessed feeling of 
solidity is well worth the sacrifice it 
may cost. 

“My home is a fortress, defying the 
forces of inflations and deflations, de- 
pressions and recessions. True, the mar- 
ket value is affected, but the HOME 
value is always 100 cents on the dollar, 
with a generous dividend of security.” 


‘No cold or hot war can prevail against a nation of home owners who hold 


such convictions. 


As home builders to the nation, we of the building industry have a special 
responsibility in fostering and multiplying this spirit. 


It is gratifying that two-thirds of our families today own their own homes. 


And yet in this Christmas season, across our home-owning land, falls the 
shadow of a malignant political philosphy which would destroy the very concept 


of home ownership. 


As we again enjoy this festival should we not urge upon our fellow citizens 
that we unite in rededicating ourselves, in the words of an earlier American, to the 
continued defense of our homes and what they stand for: 


“O thus be it ever when free men shall stand 

Between their lov’d homes and the war’s desolation! 

Blest with vict’ry and peace, may the heav’n rescued land 
Praise the Pow’r that hath made and preserved us a nation! 
Then conquer we must, when our cause it is just, 

And this be our motto, “In God is our trust!”’ 


EDITOR. 


*Prize winning letters in a contest on “What the Word Home Means to Me” 


sponsored by Johns-Manville Co. 
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M*’ lumber dealers have handled Upson Products 
for 35 years. 

Hundreds have handled Upson Products for more 
than 25 years. Thousands more have handled Upson 
Products for more than 15 years. 

Practically without exception in city after city— 
town after town across the country, you will find that the 
oldest, most successful, most respected dealer in the com- 
munity sells Upson Products. 

Through the years, these men have built stable, 
profitable businesses by unwavering determination to give 
the customer the most his money will buy. Their never- 
failing loyalty to quality has made it possible for us to keep 
our own quality standards at the highest possible point. 

Our long association with so many quality-conscious 
dealers is an asset we prize beyond price. 


So again at Year’s End, as is our custom, we wish 
to publicly express our warmest appreciation. 





THE UPSON COMPANY 
UPSON Lockport, New York 
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Business Outlook for 1949 


Strategy for sound operational practices is offered 
by Wilson Wright, Armstrong Cork Company econ- 
omist, in exclusive article for AL&BPM readers 


By WILSON WRIGHT 


IX DEVELOPMENTS during 

the current year should be care- 
fully considered by a businessman 
appraising the prospects for 1949. 
Recognition of these events may be 
used as a starting point in an ap- 
praisal of the probable situation in 
which business operations will be 
managed during the coming year. 


The first development of major 
importance has been the attain- 
ment of what probably is at least 
a temporary peak in the increases 
made in prices as a result of the 
wartime expansion of bank de- 
posits and currency in circulation. 


A second development to be seri- 
ously considered is the magnitude 
of the crops harvested during the 
fall of 1948. The size of the crops 
harvested by ourselves and the peo- 
ple in other countries probably 
marks a turning point in the rela- 
tionship between the supply of and 
demand. for the foods and indus- 
trial raw materials obtained from 
agriculture. The importance of this 
development is that there is no 
longer reason to think that buyers 
will continue to bid up the prices 
of the products produced by agri- 
culture. 


INVENTORY PIPE LINES FILLED 


A THIRD development of signifi- 
cance was the increase made in 
business inventories. The managers 
of wholesale, retail and manufac- 
turing enterprises invested almost 
37 billion to enlarge inventories 
during 1948, With this investment 
ousiness inventories were brought 
to a level which probably is ade- 
quate to service the volume of sales 
experienced. This is to say that the 
inventory pipe lines apparently 
were finally filled by the end of 
i948, with some few exceptions 
such as inventories of new automo- 
vues, and supplies of some prod- 
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portance has been the attainment 
of what promises to be a temporary 
peak in profits. 

A fifth development is the fact 
that in 1948 we officially recognized 
the difficulty of compromising with 
communism in our international 
political relationships. The volume 
of expenditure for military pur- 
poses may be made the major de- 
terminant of the volume of pro- 
ductions, income, and trade. Con- 
sider, for example, the kind of situ- 
ation which would obtain if the So- 
viet leadership decided that their 
long-term purposes might be best 
served by the temporary adoption 
of peace-indicating words and ac- 
tions. 


RISE IN TAXES COMING? 


FINALLY, the results of the elec- 
tion must be appraised in estimat- 
ing the volume of production and 
trade to be developed during the 
coming 12 months. As yet we prob- 
ably do not understand the full 
meaning of the November elec- 
tion. But during the early months 
of 1949 the meaning of the elec- 
tion will be more understandable. 
At the present it is fashionable to 
assume that tax rates will be in- 
creased in order to support a larger 


volume of expenditure by the fed- 
eral government. But if the vol- 
ume of production and trade is re- 
duced during the early half of the 
coming year, there is some question 
as to whether or not the burden of 
taxes imposed upon production and 
exchange actually will be increased. 


We start 1949 with a background 
established by the important de- 
velopments enumerated in the pre- 
ceding paragraphs. During 1949 it 
is probable that events which we 
now cannot predict will prove to be 
important factors in the determi- 
nation of the trend and level of 
trade and prices. Yet certain of the 
economic developments of the com- 
ing year would seem to be fairly 
well indicated. 


FEWER NEW CONTRACTS 


FoR some months new contracts 
awarded for privately financed 
commercial and industrial construc- 
tion have been lower than the level 
of contracts awarded in the same 
months of the preceding year. 
There also is evidence that orders 
for business equipment are some- 
what lower than those obtained 
during the previous year. At least 
one survey of managerial plans, re- 
garding investment for plant and 
equipment, has indicated that total 
expenditure for such purposes will 
be reduced next year. In 1948 busi- 
ness investment in plant and equip- 
ment apparently will approximate 
some $19 billion. Expenditures 
for such purposes may be re- 
duced by $2 to $4 billion in the 
coming year. 

The investment made in busi- 
ness inventories during 1948 was 
increased by almost $7 billion. Be- 
cause the inventories of wholesale, 
retail, and industrial establish- 
ments have been brought to a serv- 
ice position and because there is lit- 
tle reason to anticipate further in- 
creases in the price of many raw 
materials, it would not seem pru- 
dent to anticipate that manage- 
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ment will invest much more money 
in inventories. If inventories are 
maintained at the current level 
during 1949, new investment by 
business enterprise would be ap- 
proximately $7 billion less than 
was the case during the previous 
year. 

If military and other govern- 
ment expenditures are increased by 
about as much as the total business 
investment is reduced, there would 
be reason to assume that national 
income and expenditure or the ag- 
gregate volume of production and 
trade would not be much different 
from that experienced in 1948. 

Although we cannot foresee ex- 
actly what the attitude of con- 
sumers will be toward going fur- 
ther into debt and maintaining 
the current rate of expenditure fo? 
consumption goods, it would seem 
to be the part of prudence to as- 
sume that numerous individuals 
will either defer expenditure on the 
assumption that they may obtain 
more value for less money later on, 
or will consider it undesirable to 
go further into debt to increase 
their holdings of personal inven- 
tories of durable and other goods. 


A consideration of the matters 
which have been outlined might 
lead to the conclusion that a col- 
lapse in business activity is to be 
expected. Yet a good case can be 
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made for the assumption that a 
recession in business activity would 
not be of the order of that experi- 
enced in the early thirties. 

In the first place, we do not 
know how much we are going to 
spend for armament. We do not 
even have control of this matter, 
which is partly determined by our 
political adversaries in the Soviet 
Politburo. In the second place, we 
probably have not accumulated bur- 
densome inventories which are be- 
ing held for speculation. The man- 
agers of business enterprise have 
been extremely wary about the 
possibility of deflation and the con- 
sequence of inventory loss during 
such an experience. 


LIGHT CONSTRUCTION FORECAST 


WITH the foregoing as a back- 
ground, the prospects for light con- 
struction may be appraised. 

During the war years, a large 
amount of renovation and repair 
was deferred until materials and 
labor were made available. In the 
three years following the end of 
the war, the owners of construction 
made up for lost time with the re- 
sult that we may have experienced 
a bump in the demand for com- 
modities used in repairing existing 
construction. It probably is to be 
anticipated that in the year 1949 
somewhat less money will be spent 


for maintenance and repair than has 
been the case during the recent 
past. 

In 1948 possibly as many as 
1,200,000 or even more new dwell- 
ing units have been created. Dur- 
ing the same period perhaps less 
than 700,000 new family units have 
been formed on a net basis. This 
means that in 1948 we have re- 
duced the backlog demand for 
dwelling units accumulated during 
previous periods. Probably in 1947 
the number of new family units 
and new dwelling units was about 
equal. During coming years the 
number of new families formed 
will be reduced sharply until a level 
of between 400,000 and 500,000 
new family units will be created 
on net balance each year. In the 
coming year, new family forma- 
tion apparently will be less than 
600,000 units. 

With new family formation be- 
ing sharply reduced and the dis- 
tress buying apparently being 
ended, the sale of resitiential con- 
struction for the purjyuse of re- 
placing existing structu:es must be 
depended upon if a high level of 
privately-financed residential build- 
ing is to be maintained. 

PRUDENT POLICIES TO ADOPT 

THERE are a few managerial poli- 
cies which it would seem prudent 
to adopt in view of the economic 
situation. While it would seem rea- 
sonable to anticipate a satisfactory 
volume of trade in most localities, 
and while service inventories of 
building materials should be main- 
tained, it would not seem reason- 
able to try to make a speculative 
profit on inventories. Consequently, 
no more than a service inventory 
of materials presumably should be 
carried. 

For many years prices have in- 
creased. In fact some enterprises 
are now managed by personnel who 
have never had the experience of 
reducing prices. If it should hap- 
pen that the volume of demand for 
building materials is somewhat re- 
duced, or if the price of building 
materials is reduced by the pri- 
mary producers, the distributors 
of building materials presumably 
will find it to their long-term ad- 
vantage to be prompt in passing on 
price reductions where these are 
possible. The sooner inevitable 
price reductions are made, the 
sooner will demand be re-stimu- 
lated. This kind of procedure not 
only may be advocated as good 
public relations, but, also, may be 
advised as sound operating policy 
for the managers and owners of 
private enterprise. 
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HUNTER M. 
GAINES, Michigan 
Retail Lumber 
Dealers Association 
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R. W. SLAGLE, 

indiana Lumber 

& Builders Supply 
Association 





Ss. H. DIEMER, 
West Virginia 
Lumber & Builders 
Supply Dealers 
Association 


FINDLEY M. 
'ORRENCE, Ohio 
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Convention Season Ahead 


Consideration of down-to-earth problems will highlight 
annual sessions; lighter side of the program will include 
Hoo-Hoo concats and special programs for the ladies 


HE 1949 CONVENTION sea- 
son is just around the corner! 
Advance reports indicate a rec- 
ord-breaking attendance. More 
manufacturers are taking more ex- 
hibit space than ever before. 
(Three Dallas hotels were filled to 
capacity 11 months before the 
opening of the Texas convention; 
one-half the exhibit space was sold 
10 days after it was placed on 
sale!) 

Association secretaries, aware as 
never before that their members 
are facing a year that will test 
their ability to stay ahead of ad- 
vancing competition, have mapped 
their convention programs with one 
primary aim in mind: to help the 
dealer solve his every-day prob- 
lems. 

Awareness of today’s problems 
is reflected in Northeastern’s con- 
vention slogan, Facing Industry 
Realities. Roy Wenzlick, real estate 
analyst, will address Northeastern 





MRS. MARIE 

BENNETT, Florida 

Lumber & Mill- 
work Association 
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R. F. McCREA, 

Lumber Dealers 

Association of 
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dealers for the 14th consecutive 
time. Dealer pre-registration, tried 
successfully last year, will be re- 
peated. Secretary-Manager Collier 
expects that the 55th annual con- 
vention will break last year’s rec- 
ord attendance of 3,519. 


Southwestern has scheduled sev- 
eral sessions in which such topics 
will be discussed as store. and 
yard modernization, financing home 
construction and modernization; 
advertising and public relations. 
These one-hour sessions will be re: 
peated several times during the 
convention to allow each dealer the 
greatest flexibility in scheduling 
his’ time. 


OHIO PRIZE CONTEST 


OHIO will offer proof that home 
ownership is within the means of 
the average family income by spon- 
soring a prize contest for the best 
home values under $10,000. Photo- 
graphs, plans, bills of material and 
cost data of the best low-cost 
homes produced by dealers or 
through their cooperation will be 
submitted to a committee of judges 
composed of architects, engineers 
and a woman authority on house- 
hold functional design. Ohio at- 
tendance is expected to top the 
4,000 mark. 


Several associations have sche- 
duled special times for informal 
discussions of dealer problems. 
Alton J. Hager, former president 
of NRLDA, will moderate the dis- 





WILLIAMC. J. G. ROWELL, 

BELL, Western Lumber & Supply 

Retail Lumbermens Dealers Council of 
Association Georgia 
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Convention Dates 


For the latest convention schedule: 
association, dates, meeting place— 
turn to AL&BPM's News and Trends 
department, page 14. 





cussion of Michigan dealers. Mid- 
dle Atlantic has also stressed audi- 
ence participation in a discussion 
of specific dealer problems “by 
dealers, with dealers, for dealers.” 

At least two associations are ex- 
panding their exhibit space. Mis- 
sissippi’s Secretary E. B. (Ted) 
Lemmons will have the facilities of 
a building constructed by the 
Buena Vista Hotel for convention 
exhibits. Iowa, by creating a mid- 
way one-half flight up from the 
main exhibit hall, will have space 
for the largest number of exhibits 
ever shown in the Des Moines Col- 
iseum. 

ADDS ANOTHER DAY 

THE Independent Retail Lumber 
Dealers Association, Minneapolis, 
is expanding its two-day conven- 
tion to three days. Nebraska will 
place special emphasis on better 
merchandising and cost control. 
New Jersey will observe its 65th 
anniversary with the presentation 
of certificates to all companies who 
were charter association members. 

Many special entertainment 
events are planned. Several asso- 
ciations will be dinner hosts to 
their past presidents; Southwest- 
ern will extend this invitation to 
dealers active in the industry con- 
tinuously 50 years or more. Style 
shows, luncheons and sightseeing 
are scheduled for the ladies. Hoo- 
Hoo concats will highlight most of 
the entertainment programs. Twin 
City Club No. 12 will again enter- 
tain Northwestern dealers. 

Not many dealers look hard for 
an excuse to attend their annual 


PAUL S. COL- 
LIER, Northeastern 
Retail Lumber- 
mens Association 
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HARRIS MITCH- 

ELL, Virginia 

Building Material 
Association 


convention. In 1949 dealers must 
look hard for an excuse for not 
attending. 

Sharper competition, tighter 
credit, higher wage demands — 
these are just a few of the prob- 
lems in the year ahead. Most deal- 
ers cannot solve these problems 
alone. They need the expert advice 
that industry authorities afford 
and make available at these annual 
sessions. 

New products (many of which 
are illustrated in another section 
of this issue) will give added im- 
petus to consumer sales in 1949. 
Many of these items will be pub- 
licly exhibited for the first time at 
your convention. 

As usual, your suppliers will be 
on hand to answer your questions. 





WILLIAM H. PHIL RUNION, 


BADEAUX, North- Nebraska Lumber 
western Lumber- Merchants’ Associa- 
mens Association tion 





R. 0. BROWN, 
L E E, Tennessee 


ORRIE HAMIL- 
TON, Southern 


Lumber, Millwork California Retail 
& Supply Dealers Lumber Associa- 
Association tion 





E. M. GARNER, D. S. MONTGOM- 
Carolina Lumber & E R Y, Wisconsin 
Building Supply Retail Lumbermens 


Association Association 
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And, as usual, the opportunity to 
meet old friends and make new 
ones cannot be matched at any 
other time. 

Meet you there! 





REGINALD W. GENE EBERSOLE, 
HOLT, New York Lumbermens Asso- 
Lumber Trade 


Association, Inc. 


ciation of Texas 





%¥ SHRETES 

Mountain States 

Lumber Dealers 
Association 


C. W. NORTZ, In- 

termountain Lum- 

ber Dealers Asso- 
ciation 





E. B. LEMMONS, 


W. J. HOWARD, 


Mississippi Retail Montana Retail 
Lumber Dealers Lumbermens Ass0- 
Association ciation 
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R. NEEDHAM 
BALL, Louisiana 
Building Material 
Dealers Association 


J. D. McCARTHY, 

Illinois Lumber & 

Material Dealer 
Association 
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Materials Associations to Help 
Merchants Build Volume 


Appliance supply expected to match consumer demand in 1949 


B. W. Clark 
President 

National Electrical Manufacturers Association 

NEXT YEAR WILL probably be as 
good for most electrical product 
lines as 1948—the largest volume 
year in the industry’s history. 

Actual 1949 accomplishments 
will depend considerably on the 
steel and copper supply and on in- 
dustrial peace in mining, trans- 
portation and manufacturing. For 
example, a labor disturbance that 
would reduce the supply of copper 
for a month might cost output of 
electrical products that could never 
be recovered during 1949. Steel 
has been and apparently will be 
even more critical than copper. 
Dislocation of supply could seri- 
ously affect production of generat- 


ing equipment, switchgear, motors, 
transformers, and other industrial 
electrical apparatus and, particu- 
larly, electrical appliances. 
Probably 1949 will be the year 
in which supply of appliances will 





APPLIANCE output next year is expected © 


to equal 1948 record. 


approximately match demand—a 
condition which has been expected 
since the end of 1947. The pro- 
nounced swing toward electric 
ranges and water heaters will prob- 
ably postpone to a later date the 
matching of supply and demand in 
these lines. Farm and home freez- 
ers are a new line for which there 
is a rapidly increasing demand. In 
part the supply of small appli- 
ances matched demand in 1948 and 
will in other lines of small appli- 
ances in 1949. 

Electrical building materials 
sales, with few exceptions, will be 
dependent only on the volume of 
actual 1949 construction and the 
copper and steel supply. The in- 
dustry has ample productive capac- 
ity to provide requirements. 


Higher production primary goal of National Door Association 


Ormie C. Lance 
Secretary-Manager 
National Door Manufacturers Assn. 

MAINTENANCE OF HIGH QUALITY 
together with increased production 
will be the basic policies of NDMA 
for 1949. The unprecedented de- 
mand for stock pine woodwork in 
the postwar years has exceeded the 
supply. Hence increased production 
becomes a primary objective for 
1949, 

Shortage of pine shop lumber 
and door panel stock has been the 
serious impediments to 
greater production during the past 
‘hree years. While it appears that 
those shortages will continue dur- 

ig 1949, the industry through 
NDMA is trying to do something 
to alleviate the difficulty. 

GREATER UTILIZATION 

‘EATER utilization of pine shop 
‘umber is essential. Waste must 
ve reduced to the absolute min- 
‘mum. This means that short pieces 
naturally resulting from door and 
cuttings must be utilized as 
ver before, in order to stretch the 

y to the maximum. Finger- 

ing of short pieces to make 


OST 


y) 


“UILDING Propucts ‘MERCHANDISER 


longer pieces is being tried with 
some success. 

Veneered pine door stiles offer 
another opportunity to stretch the 
supply of lumber over a large pro- 
duction. By using short pine blocks 
for cores of stiles and by slicing 
stile stock for veneers and gluing 
them to the core blocks, a first qual- 
ity stile can be obtained. It uses a 
maximum of short lengths and a 
minimum of long pieces. However, 
it involves more labor and some ad- 
ditional expense. This practice also 





GREATER utilization of pine shop and 
reduction of waste is 1949 goal of the 
National Door Manufacturers Association. 





will be further pioneered in 1949 
for increased production. 

Door panel stock is another seri- 
ous shortage due to the shortage of 
plywood with two good faces. Vari- 
ous types of synthetic materials 
have been tried, such as Masonite. 
A few manufacturers have under- 
taken the manufacture of their own 
synthetic panels from wood waste. 
Here is another field for research 
in 1949. 


PRESERVATIVE treatment for 
greater durability and longer life 
will be given new emphasis during 
1949, as an additional guarantee of 
high quality. 

Advancement of the modular 
standard as a means of reducing 
manufacturing costs and increasing 
the output will continue to be a 
major project in 1949 as it has been 
since 1945. 

During 1948, despite serious 
shortages on every hand, the stock 
pine woodwork industry increased 
its production approximately 15 
percent over 1947. The aim and 
hope of NDMA for 1949 will be to 
make still greater progress with- 
out any sacrifice of quality. 
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Hardwood Lumber group strives to maintain quality standards 


J. W. McClure 


Secretary-Manager 

National Hardwood Lumber Association 

NOW THAT BUILDING materials 
are available, it is clear that the 
big problem of the construction in- 
dustry in the coming year will be 
to hold costs down, within the 
range of the buyer’s purse. Reports 
indicate that excellent progress in 
that direction is being made and 
the builders are entitled to the 


full cooperation of their material 
suppliers. 

In the face of increasing costs of 
wages and supplies, this is not an 
easy task for the hardwood flooring 
and interior woodworking indus- 
tries but it can be done by im- 
proved equipment and methods, by 
reducing waste and the adoption of 
labor-saving devices. There is also 
the possibility of reducing distribu- 
tion costs. 


The function of the National 
Hardwood Lumber Association is 
the maintenance of grading stand- 
ards and inspection service. In ad- 
dition, the association can and does 
inspire and encourage its members 
in the constant effort to reduce 
costs, improve their products and to 
devote themselves to the study of 
improved marketing and merchan- 
dising methods. 


Quality output is aim of Western Pine Association 


Robert O. Leonard 


Western Pine Association 


ROUNDING OUT the greatest pro- 
duction and shipment year in its 
history, the Western Pine industry 
has already established a course 
toward a major 1949 goal—im- 
provement in quality lumber pro- 
duction. 

With the initial tremendous post- 
war building demand, according to 
the trade publications, apparently 
destined to level off in 1949, the pro- 
duction of properly seasoned, well 
manufactured and carefully graded 
lumber will become increasingly im- 
portant to the builder and retailer 
in the year ahead. 

Dependent upon the health of 
the construction industry, produc- 
tion volume in the Western Pine in- 
dustry in 1949 will likely approach 


the estimated 1948 record of more 
than 7 billion board feet figure. 
Shipments, if construction business 
does not falter, may reach this 


year’s estimated 6%, billion total. 
in the industry, 


Elsewhere 





INCREASED use of lower grades, main- 
tenance of quality standards, and strong 
promotional programs are primary aims 
of the various lumber associations in 1949. 


greater utilization of waste, in- 
creased acceptance of white fir and 
wider use of common grade sidings 
through the medium of WP-578 
knot sealer will apparently be hall- 
marks of 1949. 

The Western Pine Research Lab- 
oratory recently added a technician 
specifically assigned to the develop- 
ment of more uses of materials 
which up to a few years ago were 
considered inherent waste in lum- 
ber manufacture. Still in its as- 
sembly stage, the project will be a 
continuing one as long as waste 
remains a problem. 

An astonishing snowballing in 
production of WP-578 knot sealer, 
developed in the association’s lab- 
oratory three years ago, indicates 
that use of common grade, or econ- 
omy, sidings will become a major 
practice in 1949 and beyond. 


West Coast Lumber group will encourage use of lower grades 


H. V. Simpson 


Executive Vice-President 
West Coast Lumbermen's Association 


IN LIGHT of the steadily increas- 
ing emphasis on low cost housing, 
the West Coast Lumbermen’s As- 
sociation will continue during 1949 
to urge the proper use of the lower 
lumber grades. 

We believe that pressure for 
more economical construction — 
from both government and public— 
will be even heavier in the future 
than it has been in the past. The 
twin considerations, economy and 
soundness of construction, probably 
will be more closely scrutinized 
than ever before. The West Coast 
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industry’s program of getting the 
last ounce of utility value from its 
lumber will be carried forward with 
all possible energy. 

It is well known, of course, that 
much of today’s light construction 
is done on a basis of tradition 
rather than on a basis of engineer- 
ing requirements. More often than 
not, too much lumber of too good a 
grade is used. This places on the 
builder a burden of cost which it is 
unreasonable to ask him to assume. 
The West Coast program is aimed 
at the elimination of such unneces- 
sary cost. 

A great deal of progress has al- 
ready been made. Practical experi- 
ence has shown that a quality job 
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of house building can be achieved 
through the use of the lower lumber 
grades wherever less exacting re- 
quirements permit. This does not 
mean that the lower grades of lum- 
ber are suitable for all construction 
uses. It means simply that the 
lower grades of lumber are suitable 
for many of them. Always bearing 
in mind the fact that dependability 
in construction is paramount, we 
are expanding the list as fast as 
fresh information becomes avail- 
able. Research programs on uses 
for the lower grades are now under 
way at the Forest Laboratory, 
Madison, Wis., and at the Oregon 
State College Laboratory at Cor- 
vallis, Oreg. 
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Firm price situation is predicted for glass industry 


Ben Newton 


President, National Glass Distributors 
Association 
AS FAR AS CAN BE foretold at the 
present time the general overall 
outlook for the supply of glass 
products for 1949 is quite favor- 
able. 


The demand may be slightly un- 
der 1948. However there is no ques- 
tioning the fact that if normal op- 
erations permit, the automobile 
industry will consume larger foot- 
ages than in the past, owing to the 
greater dimensions of glass used 
in passenger cars and the steady 
growth of double-glazed units in 





DEMAND for glass in 1949 is expected 
to be slightly less than 1948. 


residences, all types of institutions 
and commercial buildings. 

Price: considering present costs 
and the improbability of reductions 
in costs of labor and material, the 
price outlook is for continued firm- 
ness of quotations. 

There seems to be fairly general 
agreement among all authorities on 
the subject that the outlook for 
construction is for a slight de- 
crease in residential housing and a 
more than offsetting increase in 
school building, hospital and other 
institutional work as well as for 
commercial structures. 

(This is the opinion of the 
writer, not an official expression of 
the Association. ) 


Producers Council points toward quality construction 


THE ACTIVITIES OF PRODUCERS’ 
COUNCIL, through integration of ef- 
fort with distributive organizations 
throughout the nation, is bound to 
have increasingly effective results 
at the retail lumber dealer’s level in 
1949. 

Producers’ Council has two broad 
objectives: The first is to work at 
the manufacturers’ level toward 
quality construction, and “to assist 
manufacturers of building’ mate- 
rials, and the rest of the building 
industry in finding answers to the 
many complex problems that have 
arisen as a result of the late de- 
pression and the recent war, and in 
influencing the nature of the cli- 


mate in which we shall be operat- 
ing,”? 


Oak Flooring 


Allen Harris, Jr. 
President, The National Oak Flooring 
Manufacturers’ Association 

MAJOR OBJECTIVES of the Na- 
tional Oak Flooring Manufacturers’ 
Association during the coming year 
include two activities of vital con- 
cern to lumber dealers — continued 
Vigilant enforcement of grading 
rules and other regulations to as- 


Sure dealers of high quality mer- 
chandise, plus aggressive promo- 
tion designed to expand the market 
for hardwood flooring. 

One situation which leaders are 
Watching closely is the trend in 
Suilding costs. In that connection 
‘e association is cooperating with 
ouilding industry in advancing 
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The second objective foresees 
that the Council “shall be the or- 
ganization through which the ma- 
terials manufacturers as a whole 
will form their viewpoints and ex- 
press their views to the public.” 


The Construction Economics 
Committee of the Producers’ Coun- 
cil is engaged in work of special in- 
terest to the retail building ma- 
terial dealer. The Committee’s pur- 
pose is “to forecast construction 
activity and impending changes in 
the demand for building products 
of various types; to appraise our 
current position in the business 
cycle and study means of stabilizing 
the fluctuations in construction ac- 
tivity; to appraise the reliability of 








OAK FLOORING Association promises 
vigilant enforcement of grading rules to 
assure high quality merchandise. 


government statistics and fore- 
casts; and to work with other agen- 
cies toward the development of a 
uniform basis for the collection 
and publication of constructionl sta- 
tistics.” 


These basic forecasts and an- 
alyses will be of increasing value to 
the dealer in 1949 in helping him 
to make buying and inventory de- 
cisions. 


As in the past, AL&BPM will 
continue to edit and report the find- 
ings and forecasts of the Construc- 
tion Economic Committee. Dealers 
will find this information pertinent 
and valuable in planning ahead in 
their own business operations. 


Association plots special program to aid dealer 


the Industry Engineered Home pro- i 
gram, the goal of which is better 
housing at lower cost. 

Although consumer acceptance 
for oak flooring remains at a record 
level today, the association believes 
that a vigorous promotional pro- 
gram is advisable so that the buy- 
ing public will become ever-increas- 
ingly hardwood flooring conscious. 
Consequently, the nationwide pub- 
licity and advertising campaign 
now in progress will be continued 
in 1949. In newspapers,. magazines 
and over the radio millions of po- 
tential home buyers will be told 
repeatedly and forcefully of the 
numerous advantages of oak and 


‘other hardwood flooring. 
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Balanced supply of insulation board promised by industry 


M. C. Fairfield 


President, The Insulation Board Institute 


THE YEAR 1949, according to pres- 
ent indications, will see a return to 
more normal merchandising condi- 
tions in the building materials fiedd 
than have prevailed for many 
years. A gradual equalization of 
construction activities throughout 
the country, plus a somewhat im- 
proved supply of materials, should 
enable lumber dealers to carry on a 
well balanced business. Good plan- 
ning and adequate inventories will 
be important factors in their suc- 
cess. 


The volume of insulating board 
a dealer will sell in 1949, will de- 
pend largely on his ability to supply 
it during that period when con- 


Brick 


W. J. Goodwin, Jr. 
President, Structural Clay Products Institute 
Indications are that there will be 
sufficient brick and tile pro- 
duced to meet foreseeable demand 
throughout the country in 1949. 
Approximately six billion brick 
equivalents are being produced in 
1948, and a like production is en- 

visaged for the coming year. 
Construction industry economists 
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IMPROVED supply of insulation board 
is promised in 1949. 


struction normally is at its highest 
level. Manufacturers have been 
able to boost their output but not 


and forecasters say this industry 
can expect a continuation of pres- 
ent demand through 1949. There 
is expected to be a slight shift in 
the source of this demand, how- 
ever, from the private housing and 
construction field to federal, state 
and local government building 
needs. 

The Institute has no knowledge 
of current or future prices for the 


their warehousing facilities. To be 
assured therefore, of an ample sup- 
ply of insulating board when it is 
most needed, far-sighted dealers 
will take advantage of any oppor- 
tunities to build up stocks which 
may present themselves during the 
winter months. 

Insulating board products, as 
compared with other materials and 
the overall commodity index, have 
advanced very modestly since pre- 
war days and they are among the 
best buys in the building materials 
field today. It does not seem likely 
that there will be any decrease in 
manufacturing costs for some time. 
Instead, there are positive indica- 
tions that such cost factors as 
freight, wages and raw materials 
may increase. 


and tile output for 1949 will equal demand 


products of its members. 

In general, the prospect appears 
to be for a continuation of present 
high employment and substantial 
production. 

Next year promises to be another 
strong year for construction, with 
a higher percentage of public build- 
ing counter-balancing a slight de- 
cline in private construction opera- 
tions. 


Promotional program announced by Maple Flooring Assn. 


L. M. Clady 
Secretary-Manager 
Maple Flooring Manufacturers Association 

THE PRESENT SUBSTANTIAL avail- 
ability of rough lumber has resulted 
in record production this year of 
northern hard maple, beech and 
birch flooring. Therefore, with in- 
creased production of both the 
rough lumber and the flooring prod- 
uct, the advertising committee of 
the Maple Flooring Manufacturers 
Association has worked out plans 
for promotion and advertising 
MFMA flooring in 1949 as follows: 

1) A national advertising cam- 
paign for 1949, the first large scale 
program since 1941. 

2) Added funds for the publicity 
department to step up activity in 
publicity releases, etc. 

3) Continued research on floor 
finish, floor construction and main- 
tenance problems, radiant heating 
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methods, pre-finishing of all floor- 
ing—strips and blocks, ete. 

.4) Increased promotion of 
northern hard beech and birch floor- 
ing. 

5) Increased promotion of pat- 





ECONOMICAL use of lower grades of 
maple flooring will be emphasized by 
promotional program sponsored by Maple 
Flooring Manufacturers Association. 


terned flooring in all three species. 
6) Continued educational - pro- 
gram on northern hardwoods. 
7) Better cooperation with lum- 
ber dealers. 


8) Continued personal contacts 
with architects, engineers, contrac- 
tors, school and industrial officials, 
ete. 

9) Plans for new literature. 


National advertising each month 
will point out the advantages of 
using northern hard maple, beech 
and birch flooring in publications 
covering ‘the architectural, indus- 
trial, textile, school bakery, builder 
and lumber dealer fields. The pro- 
gram will be carefully planned to 
aid the lumber dealers, as we feel 
there is continued good business 
ahead for the dealers who. stock 
northern hard maple, beech and 
birch flooring. 
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Wages held clue fo possible price increase in clay pipe 


John M. Palmer 


President, National Clay Pipe 
Manufacturers, Inc. 


IT IS MY OPINION that the com- 
ing year will shape up for the clay 
pipe industry something like this: 

1) The supply of clay sewer pipe 
and allied products will be suf- 
ficient to supply the demand dur- 
ing 1949. 

2) The demand for clay pipe, 
flue lining and such will run not 
far from 2,500,000 tons and there 
should be very little lag in supply- 
ing the demand during 1949. 

3) The price of clay pipe to the 
ultimate consumer is controlled 
principally by the cost of labor, 
fuel and transportation. If those 





SUPPLY of clay pipe is expected to 
meet demands in 1949. 


costs remain stable during 1949, 
the price of clay pipe will remain 
stable. If those costs advance or 


decline, it is logical to assume that 
the price of pipe will do likewise. 

4) I believe that the future of 
business in general and within the 
construction industry in particular 
will be strongly influenced by the 
trend in wages. Growing resistance 
is appearing to the high cost of 
building houses, sewers, water 
mains, highways and those costs 
will surely go higher if a fourth 
round of wage increases becomes 
general. The goose that lays those 
golden wages is showing signs of 
illness. 

(The above report is the per- 
sonal opinion of the author, not 
the official expression of the Asso- 
ciation. ) 


Woodwork jobbers schedule clinics to exchange ideas 


Adolph Pfund 


Secretary, Woodwork Jobbers Service Bureau 


ACTIVITIES OF THE Woodwork 
Jobbers Service Bureau in 1949 
must be trained on close study 
of business trends affecting the 
stock woodwork jobber. Periodical 
jobber clinics or meetings in the 
northern half of the United States 
will be held, thus affording all mem- 
ber companies the best opportunity 
for interchange of experience and 


viewpoint in order to constitute 
1949 another satisfactory business 
year. 

Will 1949 see the enactment of 
the T-E-W Bill under some new 
designation? How will this affect 
the Woodwork Jobber in serving 
the lumber dealer? Will the de- 
cision of the United States Su- 
preme Court turning thumbs-down 
on the Basing Point Delivery Sys- 
tem of pricing for all industries be 
clarified by the 81st Congress? Will 
WPP shop lumber supply revert 


from other uses back to manufac- 
ture of stock woodwork in 1949 suf- 
ficiently to put an end at long last 
to a prolonged shortage of stock 
woodwork items? 

These are among the imponder- 
ables above referred to. No one 
knows the answers in advance posi- 
tively. However it is certain that 
there are enough of problems ahead 
and of uncertainties awaiting clari- 
fication, that heads-up-aggressive 
merchandising and selling will be 
the order of the day. 


Mineral wool sales-production expected fo show gain in 1949 


John E. Lane 
Executive Secretary 
Construction Research Bureau 

INCREASING DEMAND for mineral 
wool insulation by operational 
builders and individual home-own- 
ers sent mineral wool production to 
an all-time high of over $50,000,000 
in 1948, A further rise in output 
ana sales is foreseen for 1949 by 
the 50 company members of the Na- 
tional Mineral Wool Association 
whic h manufacture over 80 percent 
ot the rock wool and slag wool home 
Insulation produced in this country. 

Continued close cooperation with 
lumber dealers, building material 
Supp'y outlets and insulation ap- 
Plicators is planned by mineral wool 
Producers throughout the coming 
yea: More intensive promotional 
, Including sales helps at con- 


effort 
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CLOSE cooperation with building mate- 
rials merchants is promised by National 
Mineral Wool Association. 


sumer level, are an important part 
of their program. 

The association’s 1949 program 
will also include continued research, 
looking toward improved manufac- 
turing methods and lowered costs. 
Typical of the kind of product de- 
velopment resulting from intensive 
research has been the incorporation 
of vapor barriers in prefabricated 
forms of mineral wool. 

A continued and accelerated de- 
mand for mineral wool is antici- 
pated. The public is completely sold 
on the need for thermal insulation 
as a result of government-sponsored 
fuel conservation programs during 
and since the war, and by intensive 
educational efforts by the insulating 
industry, with high fuel prices as 
an added reason for using insula- 
tion, 
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Small, quality house big industry 
job in coming year 


LET’S FACE one thing right off 
the bat. The buyer’s market in 
houses has not arrived and will not 
be here for at least another year. 
What we are faced with in ’49 is a 
market where buyers will buy as 
soon as the industry makes it pos- 
sible for them to buy. Tens of 
thousands of prospects are very 
much in the market for houses— 
but it is physically and financially 
impossible for them to swing the 
deal. The sales are there on a silver 
platter for the segments of the in- 
dustry that put forth the effort to 
reach this huge market. It is not 
necessary to drop down into the 
very low-cost field. 

It is a mere step down of two 
thousand dollars and the willpower 
to stay in that market that will 
open up new fields where prospects 
will be at each others throats for 
the right to buy. 


Builders in 1948 have shown this 
to be the case. Yet their numbers 
have been small and they have 
barely tapped the potential in scat- 
tered areas. 

A buyer’s market means a super- 
fluity of goods—éin our case, so 
many houses that there would be 
one for everybody and some left 
over. We know such is far from 
the case. No! It is not a buyer’s 
market we are approaching but one 
where it is squarely up to the in- 
dustry to cater to the vast market 
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that exists. It is a proved fact this 
can be done. 

AL&BPM, foreseeing the neces- 
sity to develop the small house 
market in 1949, has carried in the 
past year some 20 stories present- 
ing in detail the design and engi- 
neering principles and financing 
problems relevant to the small 
house field, as well as case histories 
of successful dealers and builders 
who have solved the problem with 
a profit in 1948. 

AL&BPM will continue to give 
small housing full editorial cover- 
age in 1949. It is the big problem 
for the industry to lick, in the 
coming year, on a free enterprise 
basis. 


*7 billion for 
repairs in ’49 


BEST GUESS is that maintenance, 
repair and remodeling ,work will 
fall off slightly to a possible total 
in excess of $7 billion: However 
the major weakening in*this mar- 
ket will be in ‘the industrial-com- 
mercial field where plant oWners 
pushed through major require- 
ments in 1948. The home and light 
commercial field will still be wide 
open—and this is the market 
where retail dealers supply the 





SMALL houses will have to dominate the market if the number of starts in 1949 
equals starts for past two years. Higher priced market is pretty well taken care of and 
pressure is on industry to produce badly needed cheaper housing in the coming year. 


great majority of 
terials. 
No matter what happens to the 


required ma- 


small house field, the remodeling | 


market should be strong. If the 
trend to smaller houses should fiz- 
zle, there will be increased demand 
to improve existing structures. In 


case of a big, small-house year, a | 


Un 
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potent secondary market will re-oc- | 
cupy vacated older houses, opening 
up the remodeling of these homes. | 


Time Payments 
IN EITHER case, time payment 


selling is the candy-coated pill that | 


makes selling remodeling and re- 


pair jobs easier. Many a prospect § 


who can’t lay his hands on $600 


cash, can afford to pay $40 a month § 


for 18 months. 





Package selling of time payment § 
repair jobs will become increas- § 


ingly important to dealers from now | 


on out. In this type of business 
the dealer gets list price because 
he is selling, not a list of materials, 
but a complete package of goods 
to do a job. 





REMODELED kitchens, such as the 0 | 
shown here, also attics, and general hot | 


maintenance work will account for # 
volume of business in 1949. Time Pp 
ment selling is especially important ” 


this field. 
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seeing Building Prospects for 49 


Higher prices will no longer cover up 
unwise purchasing methods, sloppy salesmanship 


and over-liberal credit 


Industrial sales 
important too 


INDUSTRIAL SALES is one field 
where dealers generally keep their 
fences pretty well mended. The 
business rarely carries list prices 
but it is still lucrative and it is 
steady. 

Shelving, store repairs material 
and sales to some types of indus- 
trial plants should remain at a 





SINCE the war, many dealers have de- 
veloped a commercial type business sell- 
ing materials for creameries, bowling 


alleys, garages, ete. This business can 


often be sold using wood trusses as the 

key item. These trusses now have a much 

wider acceptance than in prewar years 
and can be made the key to the sale. 


high level. Material for remodeling 
and enlarging in the industrial 
lleld will probably not be in as big 
demand as in the past. A big hole 
Was eaten into the backlog of this 
type of business in 1948. 

The big noise in the retail deal- 
ers commercial field since the war 
1S the wood truss, and how these 
trusses have opened up to the 
dealer the ehance to do a packaged 


selling job on small commercial 
gara; bowling alleys, ware- 
houses, small hangers and similar 
types of buildings. This business 
'S growing by leaps and bounds. 
SUIL 
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EVERY type of farm building will be in big demand next year but will take better 
salesmanship to tie up the sale. Machine sheds (such as one above) will account for 
larger sales as farmers continue to mechanize. 


Farm market huge; needs 
salesmanship 


IT IS PROBABLE that 1948 saw the 
top gravy skimmed from the farm 
market, just as it was skimmed 
from the higher priced housing 
market. But in the case of the 
farm market, this means only the 
pushovers and those who demanded 
the material to build have now 
been sold. 

The big market, the market that 
takes some selling ability and good 
old-fashioned effort, still lies ahead. 
As long as farmers continue to 
mechanize their operations, they 
are prime prospects for storage 
and machine sheds. The dealer who 
shows a farmer that a machine 
shed pays for itself in reduced ma- 
chinery upkeep and depreciation 
charges, can sell sheds. 


Know Needs 


IN THE dairy belts, a new ma- 
chine—the one-man hay baler, 
threatens to change the traditional 
design of barns even for relatively 
small farms. Mow storage space 
can be radically reduced or elimi- 
nated in favor of a separate stor- 
age shed for the baled hay. The 
dealer who talks sense to farmer 
prospects on the advantages and 
disadvantages of different barn de- 
signs, and then follows through 
with honest selling effort, will find 
a tremendous barn market in 1949. 
Dairy cattle are in short supply 


right now. This will be reflected in 
expansion in animals and _ build- 
ings through 1949. 


Poultry are also in short supply. 
This indicates future demand for 
brooder and laying houses: for in- 
dividual farms. Also there will be 
considerable activity in the com- 
mercial production of poultry and 
poultry products. These operations 
require large buildings capable of 
housing thousands of birds under 
one roof—a specialized market for 
which every lumber dealer should 
be alert in his area. 


PORTABLE and permanent hog 
houses will be in steady demand 
as well as prefabed hog feeders. 

Fencing, posts, paint, tools, ma- 
terials for remodeling, water sys- 
tems and all the other materials 
required to modernize farm layouts 
will continue to be in stiff demand. 

But there is one big IF in the 
farm story. This year it is going 
to take increased sales effort and 
ability. The farmer tends to re- 
trench sooner than the city dweller. 
In 1949 the farmer will have the 
cash, but it will be harder to sep- 
arate him from it. It will take 
product knowledge, service, in- 
creased use of financing and good 
old-fashioned sales drive to a de- 
gree that has not been required the 
past few years. 
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Where We Go 





BY C. B. SWEET 


President National Retail 
Lumber Dealers Association 


NE QUESTION in most dealers’ 
minds is “Where Do We Go 
From Here?” 

Had this been asked before No- 
vember 2, I think the answer might 
have been somewhat ‘easier. Now 
the approach may have to be 
changed. In any event, all plan- 
ning and thinking will have to be 
geared to what will be done in 
Washington. It is a new phase of 
a New Deal. 

In spite of the present bad re- 
pute of predicting future events, 
I am firmly convinced that lumber 
and building material dealers are 
going to continue in business in 
this country. It also appears likely 
that the building material business 
will continue to be good during the 
year 1949. 

Beneath the surface outlook for 
good business in 1949, however, 
there are certain factors which 
could engulf and restrict this in- 
dustry. Let’s look at these, analyze 
them and see what can be done 
to meet them. 


Competition — Seen and Unseen 

THE first is the ever-increasing 
competition from other lumber 
yards, contractors, mail order 
houses and prefabricators selling 
our type of product in our own 
town. This competition will con- 
tinue to grow as materials become 
more plentiful. 

The second factor is the fre- 
quently unseen competition § en- 
countered from industries outside 
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the building industry —such as 
radios, refrigerators, automobiles, 
horse racing, beauty parlors, cos- 
metics and entertainment. As an 
example, the American people have 
shown a disposition to spend as 
much on liquor and tobacco each 
year as they do on housing; and 
if you add the other items listed 
above, you will find that the Amer- 
ican people prefer to spend twice 
as much for those generally less 
essential items than for housing. 


There is, of course, no reason 
why they shouldn’t spend their 
money in this way if they prefer 
to, but such things are definitely 
competing with the building ma- 
terial industry for the same dol- 
lar. It then behooves us as an 
industry to make it more desirable 
to own a home, to make it easier 
to buy a home, and to make it 
simpler to build a home and to 
combat the overwhelming propa- 
ganda which has made the Amer- 
ican people believe that a home 
offers less value for the dollar 
than these other things. All seg- 
ments of the building industry 
must concentrate on educating the 
public. 

The third competitive factor 
which is growing to menacing pro- 
portions is competition from gov- 
ernment. Such competition is not 
confined to just so-called public 
housing. This competition in its 
lesser form is found in the steady 
propaganda influencing our own 


customers and emanating from 
government agencies and congres- 
sional committees concerned with 
housing and construction prob- 
lems. Competitive forces are like- 
wise exercised by the government 
in the administration of acts and 
orders such as the recent ruling 
eliminating the basing point 
method of pricing. This has had 
the effect of eliminating competi- 
tion between manufacturers and 
confining dealers’ purchases to 
nearby producers. Of course, dras- 
tic steps like building regulations, 
price controls, priorities and allo- 
cations invariably lead to competi- 
tive factors called black or gray 
markets. Another phase which 
must not be overlooked is the al- 
most certain rewriting or modifi- 
cation of the Taft-Hartley law 
which is bound to affect the ulti- 
mate cost to the consumer. 


How to Meet Competition 


— > 


CO 


NOW that we have listed some | 


of the things that are likely to 
affect the building material busi- 
ness in 1949, let’s see what the 
alert and progressive dealer cal 
do to combat them. 


Under competitive factor No. 1, 
which concerns competition be 
tween 


obvious that as lumber dealers we 
must either provide a better prod- 
uct for the consumers’ dollar, 
better service, or we must provide 
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Competition from government and sources outside the industry 
will create new problems for the building materials dealer 

in 1949. C. B. Sweet, new NRLDA president, describes 

tools the progressive dealer will use to combat these 

forms of competition that threaten his existence 


a product for less money. We must 
also tell the public which one of 
these or combination of these we 
are doing, not going to do. We 
must convince them of our sin- 
cerity. This, of course, is adver- 
tising, publicity and promotion, 
which is presently being done by 
many dealers, but must be intensi- 
fied by every dealer. 

We certainly need to overhaul 
our selling viewpoints which have 
become rusty during the past few 
years, and to check our sales per- 
sonnel regarding their sales effi- 
ciency. To the customer, your 
company is the man behind the 
counter, the driver behind the 
wheel of your truck, or the man 
calling at the door to deliver or 
sell. During the past two years 
the National Retail Lumber Deal- 
ers Association has created and 
developed the finest training course 
yet developed by industry. This 
30-day course is offered through 
various major universities and 
should be a must on every lumber 
dealer’s agenda as one of the best 
methods of retooling his establish- 
ment for comnetition. Merely at- 
tending one of these courses by 
yard personnel is not enough. Man- 
agement must carry through with 
frequent staff meetings. 





“O™ PETITION—Americans spend twice 
much for trifles as for housing. 


Buitping Propucts .MERCHANDISER 


This same training program will 
be very effective for competition 
from the highly trained and skilled 
organizations outside of our in- 
dustry. The personnel who greet 
the women customers in the lum- 
ber yard must compare favorably 
with the personnel of the drug- 
store, grocery store or automobile 
salesroom. They must be able to 
understand and discuss their ma- 
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STORE face lifting is necessary to keep 
up with modern merchandising trends. 


terials in terms of use and satis- 
faction to the customer. Another 
method of meeting this, is proper 
packaging of materials, proper 
displays, proper decoration of our 
showrooms and exterior face lift- 
ing of our yards. This is essential 
if we as an industry are to com- 
pete with the cosmetic displays in 
drugstores, the automobile show- 
rooms, the beautiful models por- 
traying the delights of cigarettes 
and whiskey; and the modern 
stores being built all over the 
country by the mail order houses. 

We now come to the third fac- 
tor of competition, that of gov- 
ernment-sponsored public housing, 
rules, regulations and edicts. This 
can be met by telling the people 
in your community the true facts 
with which they, in turn, can in- 
telligently guide the thinking and 





C. B. SWEET 


actions of their Congressmen. This 
might very well be called public 
relations. We must dramatize home 
building and concretely show that 
the building industry can and will 
do a better job if unfettered with 
government interference. Our story 
to the American people told con- 
tinuously and effectively, is the 
only way to avoid unwanted and 
unwise legislation. 


Keep Community Informed 


THE effect of the ERP upon ma- 
terial supply for homes and for 
buildings and commercial construc- 
tion can hardly be ascertained by 
anyone except those in the build- 
ing industry. The public must be 
informed as to what it can expect 
under various circumstances of 
supply in Europe. Standby con- 
trols and regulations are almost 
inevitable whether used or not. 
The public must be informed as 
to how these controls and regula- 
tions may affect local supply and 
price. 

It is not enough to merely do 
business in a community — the 
community must be kept informed 
of what to expect under circum- 
stances imposed by probable leg- 
islation and must be brought to 
believe in the local lumber dealer 
and his services through constant 
publicity and good public relations. 

This same aggressive public re- 
lations program will also be equally 
effective in combating competition 
from factors No. 1 and No. 2 and 
will be of major help to the build- 
ing material dealer in 1949. 
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Residential Building Rapidly 
Expanding in Jackson, 
Miss. Area 


F. R. Kimbrough 


President, Jackson Real Estate Board, 
Jackson, Miss. 


THE GREATER JACKSON area, al- 
ready virtually doubled in area and 
population since the last decade, 
can be expected to continue its for- 
ward march during the coming 
year. A survey of the leading real 
estate developers in this section, 
indicates that the building of low 
and medium-price homes will con- 
tinue at a rapid pace. Emphasis 
can be expected to swing to homes 
with a sale price of between $6,000 
and $7,000. However, the $10,000 
range is not being overlooked .and 
the more expensive homes still 
have a good market. 

Of growing concern, is the lack 
of subdivision sites for the lower- 
income home owner. Obviously, 
these subdivisions must be near the 
outskirts of the city within walk- 
ing distance of a bus line. Real 
estate executives are watching 
with deep interest the city’s pro- 
posed plan to extend the city lim- 
its, thus opening up many new 
sites for subdivision. My firm of 
Kimbrough Homes, Inc., is nearing 
completion of one subdivision and 
is contemplating a 1949 building 
program of approximately twice 
the size of the 1948 schedule. Labor 
and building costs, of course, are 
being watched with a critical eye. 
Should construction costs jump 
considerably beyond their present 
figure, the low-cost housing in the 
$6,000 bracket would be greatly 
handicapped. 


In summary, it should be pointed 
out that real estate developers in 
the Greater Jackson area are opti- 
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mistic of 1949. Business is sound, 
industries are continuing to estab- 
lish plants in this area, the de- 
mand for skilled labor continues, 
and the housing shortage cannot be 
expected to be licked for many 
years to come. 


Urges Entire Industry to 
Solve Problems of Low- 
Cost Homes 


Alan E. Brockbank 


Regional Vice-President, National Associa- 
tion of Home Builders, Salt Lake City 


THE 80TH CONGRESS finally passed 
housing legislation which will op- 
erate on a long-time basis. It pro- 
motes and fosters the study and 
planning of low-cost housing proj- 
ects with a real incentive to the 
builder to attempt to build a $6,000 
house. I find, everywhere, a new 
interest in the design of low-cost 
housing projects and the study and 
engineering of low-cost houses. 
It appears that it is going to be 
necessary that all segments of the 
industry unite in the construction 
of this low-cost house so that the 
bill of materials must be designed 
to fit the houses as nearly as pos- 
sible without waste. I say this be- 
cause banks are generally setting 
a minimum of area of approxi- 
mately 750 square feet. Generally 
speaking, this means houses 25 x 
30, which, if the girder is placed 








down the middle of the house re- 
quires floor joints about 12% feet 
long. It may seem a small item, 
but floor joists are generally 1% 
feet longer than this which means 
a loss of 1% feet. Similar items 
to this occur throughout the house. 

Cities must cooperate in scaling 
down some of their unnecessary re- 
quirements. In many areas foot- 
ings are required under founda- 
tions for frame houses, the weight 
of which is insufficient to make a 
footing necessary. Some cities will 
not permit the use of roof trusses 
which make storage walls possible. 
This again would save costs and 
make the future expansion of the 
house more practical. Banks have 
been very dilatory to accept houses 
in the low-cost brackets because 
they consider their construction to 
be sub-standard and to be hard to 
market over the long swing. 

THE BUILDER must realize that a 
reasonable profit is all that is nec- 
essary in the construction of these 
houses, and that fancy gadgets 
cannot be placed in low-cost houses. 
I believe the FHA should take a 
more realistic view of some of 
their minimum construction re- 
quirements and property  stand- 
ards. They have a very rigid rule 
that there must be a guest closet 
near the front door in every house. 
There are some places where this 
is just not practical, and yet, they 
will not give an inch on the re- 
quirements of this closet. They also 
have a requirement that the util- 
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ity space of a basementless house 
must have 250 cubic feet of stor- 
age space. They will not count the 
storage space in closets as part of 
this space. This means a very thor- 
ough study of every square foot of 
the house, in order that the re- 
quirements of FHA may be met. 

Labor, too, must contribute to 
this program by continuing to in- 
crease their efficiency. I believe 
that during the year 1948 they 
have improved their efficiency 
somewhat, principally due to the 
fact that materials have generally 
been on hand when needed; their 
program can still be improved by 
greater cooperation between man- 
agement and labor on each hous- 
ing project. I believe part of this 
is the builder’s fault. He has not 
made his program clear enough to 
his employes, and has not taken 
them sufficiently into his confidence 
to let them know what he expects 
them to do. 

New and improved materials 
must be taken into consideration, 
as some of the materials which we 
are presently using in houses can 
only be obtained in the Cadillac 
class; whereas, we really need 
some materials that might be 
classed in the Jeep class. 

'n our present program, we are 

ting out to build a slightly 
arger volume of construction in 
(49 than in 1948, but we are look- 
lig at every single item to change 
tne specifiications on it, so that we 
m ght be able to buy a similar 
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product with a cheaper price tag 
on it; as we feel that we have al- 
ready passed the point where we 
can add anything additional to the 
price of the house and pass it on 
to the purchaser. 


New Jersey Builder Ready 
to Market Homes for 
$9,000 


E. M. Spiegel 


Regional Vice-President, National Associa- 
tion of Home Builders, New Jersey 


I BELIEVE that 1949 will see a 
greater production of homes in 
this area priced under $10,000. 
Builders have become conscious of 
the necessity of producing homes 
in this price range and plans are 
being made along this line for next 
year. My own company expects to 
produce a large volume of homes 
priced at around $9,000. The de- 
mand for this type home is very 
great and if possible I intend to 
produce an even lower-priced house. 

The problem of financing is a 
major one and will be one of the 
many matters which the 81st Con- 
gress will have to consider at an 
early date. In order to produce a 
large volume of lower-cost housing, 
our industry will need proper and 
adequate financing. Without such 
a financing program, geared for 
large volume, we cannot succeed. I 
am sure that the issue will be 
squarely met and that our industry 
will produce a record volume of 


housing during the coming year. 
With the proper cooperation of 
labor, management and_ govern- 
ment, this program will succeed. 





Home Building Rate 
Expected to Approximate 
1948 Figure 


W. P. Atkinson 
Developer of Midwest City, Oklahoma City, 


Okla. 


I BELIEVE that we shall enjoy a 
high level.of general economic ac- 
tivity during 1949. I expect many 
of our basic economic indexes to 
continue to rise. Therefore, al- 
though I believe the peak in hous- 
ing demand has passed, we should 
have a strong demand for homes 
all through 1949, particularly in 
the medium and low-price fields. 

If Congress solves the home 
builders’ present serious financing 
problems by providing an unre- 
stricted secondary mortgage mar- 
ket, then we should build near the 
record-breaking volume of 1948. 

It is my further opinion, based 
upon conversation with leading 
builders’ over the nation, that a 
much greater percentage of home 
construction in 1949 will be in the 
lower price field. 

The prospects now are that all 
materials, with the exception of 
metal and cement, will be more 
plentiful. Lumber and wood prod- 
ucts will be more plentiful and 
lower in price; however, prospects 
are that metal products will be 
tighter and higher in price. Labor 
is expected to remain tight. 

I predict that the home building 
industry will enjoy a near record 
volume production in 1949 with 
emphasis in the lower price field— 
all despite the fact that the aver- 
age cost indexes of building ma- 
terials will likely show a slight in- 
crease during the first six months 
of 1949. 
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Lumber 


A. J. Glassow 


President 
National Lumber Manufacturers Ass'n 


PRESIDENT TRUMAN in his cam- 
paign for reelection made many 
promises. Those pertaining to 
housing, labor laws, etc., will have 
a considerable effect upon the lum- 
ber industry. Consequently, all the 
well-established manufacturers will 
be watchfully waiting to see what 
the next Congress does, and in the 
meantime, will be rather hesitant 
in regard to any plans for expan- 
sion in the new year. 


Normally 1949 should be a good 
year for the lumber industry. 
There is still a potential demand 
for a large amount of lumber and 
there is more than ample produc- 
tive capacity to take care of that 
demand. If, therefore, Congress 
should indicate, during the first 
few months of the next session, 
that it is not going to be extremely 
radical in its attitude toward gen- 
eral business, I would guess that 
1949 will be a good year. 





CONGRESS _ will 


demand for lumber will be increased. 


determine whether 
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Authorities Forecast 


Cement 





PLANT modernization is expected to 
increase cement output next year. 


DEMAND FULLY AS HIGH AS 1948. 
This demand will be met, cement 
manufacturers believe, through a 
program of modernization and in- 
creased efficiency of existing facili- 
ties carried out in 1948. 

The price structure is uncertain, 
but no price increase is in sight 
at the moment. This condition 
could change overnight if the bid 
for a fourth round of wage in- 
creases is successful. 

Output for 1948 is expected to 
equal last year’s record 186,500,000 
barrels. 


Metal Windows 


George Hingston 


Executive Secretary, Metal Window Institute 


SENSING ANOTHER YEAR of metal 
shortages, the metal window in- 
dustry will reduce the number of 
stock sizes. By concentrating on 
popular types and sizes, the dis- 
tributor and dealer will be per- 
mitted to carry adequate stocks of 
the types available. This will elim- 
inate many slow-moving units and 
provide quicker turnover of in- 
ventories with consequent profit to 
the dealer, at the same time pro- 
viding more windows for more 
homes. 

Greater effort will be directed 
toward dealer promotion and sales 
at the local buying level. Adver- 
tising and promotional literature 
will emphasize dealer cooperation 
in the sale of metal windows, as- 
suring accurate timing and com- 


plete service for the home builder. 

The scope of dealer selling will 
be greatly enlarged during the 
coming years. Competent building 
supply dealers everywhere will be 
prepared for the increasing de- 
mand for metal windows in all 
price levels of home construction. 

Metal window sales will be 
greatly stimulated by the results 
obtained from research now in 
progress at several universities 
and the American Society of 
Heating and Ventilating Engi- 
neers laboratory in Cleveland, Ohio. 

The dealer will profit by all of 





METAL window industry will concen- 
trate on producing popular sizes. 


this if he has the foresight to 
service his community for the con- 
tinuing upsurge in home building 
which many predict will continue 
for years to come. 


Metal Lath 


J. J. Ryan 


President 


Metal Lath Manufacturers Association 


METAL LATH AND ACCESSORIES 
will be available in about the same 
quantity as in 1948. Output will 
depend on the supply of steel sheets 
for fabrication; it looks as though 
the industry will get about the 
same tonnage as 1948. . Over-all 
supply of steel will be greater dur- 
ing the coming year but added pro- 
duction will be absorbed by the pre- 
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aterials’ Outlook for ’49 


This is how it looks to authorities in the industry: 
generally a good construction in 1949; narrower profit margins; improved 
supply situation with continued shortages in several critical materials; 
labor and the 81st Congress holding key to the price situation 





paredness and 
gram. 


rearmament pro- 


Metal lath output will continue 
at about the present level; we do 
not expect that the industry will 
catch up with demand during 1949. 





SUPPLY of metal lath is not expected to 
match demand in 1949. 


The price outlook in this indus- 
try is uncertain. Right now, we 
are concerned with talk of a fourth 
round of wage increases. If this 
possibility materializes, steel, our 
principal supplier, will be one of 
the first industries hit by new 
wage demands. This will increase 
our costs and, no doubt, will bring 
about a slight increase in metal 
lath prices. 


The construction industry should 
have as good a year in 1949 as it 
had in 1948. With any falling-off 
of home building compensated for 
by increased commercial and pub- 
lic work, the total amount of con- 
struction in dollars should run 
about the same as last year. The 
Prices of building materials gen- 
erally should level off sometime af- 
ter mid-year by which time pro- 
duction in most lines will have 
caught up with demand. 


Root: 


SUILDING Propucts MERCHANDISER 


Millwork 


President 
National Door Manufacturers Association 


THE SUPPLY OUTLOOK for stock 
doors, windows, frames and screens 
for 1949 appears to indicate little 
if any increase over 1948. The pro- 
duction of pine stock woodwork is 
almost wholly dependent on the 
supply of pine shop lumber which 
has been scarce in the postwar 
years. While lumber generally is 





SHORTAGE of pine shop precludes sub- 
stantial pickup in millwork production 
in 1949, 


again becoming plentiful, pine shop 
is still scare. Present prospects are 
for a continuance of the scarcity 
during 1949. 

Prices will depend on the cost 
of raw material, principally pine 
shop lumber, and on the wages 
paid. With a prospect of continued 
scarcity of pine shop, no appreci- 
able reduction in price of lumber 
is anticipated for 1949. With or- 
ganized labor’s demand for a 
fourth-round wage increase now 
taking definite shape, together 
with the prospect of a higher legal 
minimum wage rate, it appears 


certain that 1949 wage costs will 
be as high as 1948, possibly higher. 
Hence high demand for stock 
woodwork, coupled with high costs 
for 1949, will probably keep prices 
at present or higher levels for an- 
other year at least. 

The construction industry out- 
look for 1949 is favorable. Barring 
an unexpected slump in the whole 
economic structure, 1949 should be 
another big construction year. 


Hardware 


H. F. Seymour 
President, The Columbian Vise & Mfg. Co. 


SUPPLY OUTLOOK IN 1949 looks 
considerably easier than in 1948. 
The relationship between supply 
and demand for 1949 would appear, 
generally speaking, to be easier on 
supply and less on demand. 

If there is another so-called 
fourth-round of wage increases, 
then prices will go higher. There 
is every indication up to now, 
however, that we will have some 
unemployment which conceivably 
will mean no fourth round except 





HARDWARE supply outlook is easier 
than in 1948. 
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possibly in one or two industries. 
I, personally, would dislike to see 
anything which would force prices 
higher. 

I do not believe the construction 
industry will go as strong in 1949 
as it did in 1948, and I believe the 
same to be true of general busi- 
ness. 


Wineral Wool 
Products 


Jul Z. Hollmann 


President, National Mineral Wool Association 


WE SEE NOTHING to indicate a 
downward trend in the cost of pro- 
ducing mineral wool products. In 
fact, with possible freight rate in- 
creases in the offing, which ma- 
terially affect the cost of the raw 
materials used in production, prices 





é 


NEW plants have been added for the 


production of mineral wool. 


of mineral wool products may in- 
crease. 

The industry has added new 
plants and improved methods of 
manufacture to meet increased de- 
mand. Recognizing that building 
activity is subject to peaks and 
valleys due to season and weather; 


that it is impossible to provide suf-. 


ficient material to supply these 
peak periods; and that it is im- 
possible for manufacturers to pro- 
vide warehouse space to store ma- 
terials against these peak periods, 
we recommended that dealers stock 
mineral wool products when they 
are available. 

Building volume in 1949 will ap- 
proximate the high level enjoyed 
in 1948. 
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Asphalt Jule 


Julien O. Heppes 
President, Asphalt Tile Institute 


THE SUPPLY OUTLOOK for 1949 
is excellent. We believe that any 
buyer of asphalt tile will be able 
to buy all of the product he de- 





ADEQUATE supply of asphalt tile is 


promised for next year. 


sires in substantially any color 
manufactured. 

Supply is now in excess of de- 
mand, although we expect a very 
large and steady demand for as- 
phalt tile in 1949. 

We do not expect any change in 
prices with one exception: on large 
competitive jobs, prices will be 
softer and installation margins 
narrower than in 1948. 

Business conditions in the con- 
struction industry and throughout 
the economy in general will remain 
good from a standpoint of volume; 
profit margins in most industries 
will narrow. 


Vincent P. Ahearn 


Executive Secretary 
National Ready Mixed Concrete Association 


PRODUCTION WILL BE _ LIMITED 
only by cement supplies. Other 
limiting factors in some areas are 
aggregate shortages and railroad 
transportation difficulties. 

I look for a 10 percent increase 
in demand in 1949 over 1948. As 
indicated above, the present fa- 
cilities of our industry are suffi- 
cient to meet that demand if ce- 
ment and aggregates and railroad 
transportation make it possible for 
us to do so. 


c. 
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In the quantitative sense, busi- 
ness conditions in the construction 
industry and general business will 
be better next year as compared 
with 1948; but it will be an uneasy, 
restless situation, filled with so 
many uncertainties as to make 
1949 a year of mixed blessings. 


Asphalt Roofing 


L. M. Cassidy 
Chairman, Asphalt Roofing Industry Bureau 


THE ASPHALT ROOFING INDUSTRY 
is ready to meet any demands by 
the construction industry in 1949. 

Productive capacity in the in- 
dustry has increased steadily all 
through the war years and the 
postwar period. The _ industry’s 
productive capacity is about 60 
percent above 1941. 

The outlook for 1949 is a healthy 
one. Demand and _ production 
should equal 1948. The industry 
strongly recommends that all dis- 
tribution outlets carry adequate 
inventories during the winter 
months to avoid possible shortages 


that could develop in the spring § 


of 1949 when new construction 
opens up. Another 
healthy re-roofing and_ re-siding 


market is indicated for the com- | 


ing winter season. 


Current prices on asphalt strip | 


shingles, which are the most pop- 
ular form of asphalt roofing, are 
only 6 percent higher than in 1926 
by the Bureau of Labor Statistics 
index. Increased volume and im- 
proved efficiencies brought about 
through research have made this 







































































































DEMAND and production of asphalt 
roofing are expected to equal 1948 
figures. 


reason: a | 
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modest price increase possible. If 
freight rates, wages, and raw ma- 
terials go up this could result in 
some further adjustment in prices 
on finished goods early next year. 

The industry is looking for a 
healthy construction year in 1949. 
There is still a tremendous need 
for housing units at all locations. 
An unusually strong market is 
indicated for office buildings, 
schools, hospitals, and _ religious 
institutions. The replacement mar- 
ket is equally bright. 


Ernest V. Gent 


Executive Vice-President 
American Zinc Institute 


THE PRINCIPLE USES of zinc are: 
galvanizing (zine-coating); zinc 
die casting; brass products; rolled 
zine and zine pigments. 





ZINC is in tight supply but increased 
production is forecast for next year. 


In 1947 the United States pro- 
duction of slab zine totaled 862,000 
tons. Production in 1948 will be 
only slightly less; output should 
be somewhat larger in 1949. 

In 1947 zine consumption rec- 
ords were broken in the use of 
zinc for galvanizing and die cast- 
ing. At the current rate of con- 
sumption, 1948 will exceed 1947 
records. ._ Today zine is in tight 
Supp.'vy and more would be used if 
available. 

In 1949, provided labor disturb- 


ances and power shortages do not 
inte) 


‘ere, production should be 
somewhat higher. Civilian con- 
Sumption is expected to be main- 


tains 
mand 


Stock 


i at about current levels. De- 
for the nation’s permanent 
ile are an unknown quantity. 


Bur 


(NG Propucts MERCHANDISER 


Paper and Board 
Products 


Cola G.- Parker 
President, Kimberly-Clark Corporation 
THE PAPER AND BOARD INDUSTRY 


now has capacity sufficient on a 
normal operating basis to produce 
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PRODUCTION of paper and boardprod- 
ucts is expected to equal demand. 


23,500,000 tons of paper and board 
in 1949, provided factors of produc- 
tion are not so controlled by war- 
time or similar controls as to re- 
strict capacity. 

Demand depends on_ general 
business activity. It now appears 
probable that government spend- 
ing already authorized, or to be 
authorized by the next Congress, 
will generally tend to off-set any 
trend toward reduced spending in 
other segments of the economy. 
Heavy spending for defense and 
for war recovery programs will 
obviously maintain government 
spending at a high peacetime level. 

With these additions to normal 
activity, it is expected that over 
all consumption of paper and board 
will be at least equal to the 26. 
000,000 tons plus apparent ccn- 
sumption in the current year. Pro- 
vided controls of the type here- 
tofore mentioned are not made ef- 
fective, it would appear that pro- 
duction plus imports can, on an 
overall basis, equal demand for 
consumption, plus exports, without 


seriously overstraining installed 
North American capacity. 
Demand continues high, and 


while there probably will be re- 
adjustments here and there in 


prices in our very highly competi- 
tive industry, I do not feel that 
the general level of prices will be 
greatly disturbed by these read- 


justments. Labor and other costs 
are high and relatively more in- 
flexible than in the past. There is 
evidence that the Bureau of Labor 
Statistics Index of all commodity 
prices may move sidewise with low- 
er farm commodity prices general- 
ly off-setting rises in other seg- 
ments of the Index. There seems 
no reason to expect any sharp gen- 
eral drop in this Index 

Barring war or wartime con- 
trols, I look for a general stabiliza- 
tion of business on its present high 
level. 


Asbestos (Cement 


Everett W. Smith 


President 
Asbestos Cement Products Association 


PRODUCTION HAS BEEN _ LIMITED 
by a shortage of raw asbestos 
fiber. Despite new and improved 
mining operations which have aug- 
mented the supply, ever-increasing 
demands make it almost impossible 
for producers generally to make 
prompt shipments. Foresighted 
distributors and dealers will take 
asbestos produets into stock when 
available in 1949, and build up 
their inventories during the winter 
months when there is some lessen- 
ing of the opportunity for appli- 
cation. By so doing, they can take 
care of the usual heavy spring de- 
mand. 

Every effort is being made by 
the industry to keep the relation- 
ship of each item—siding, roofing, 
flat sheets, and corrugated board 
—in a sound position, regarding 
supply and demand. 

With the continued unfilled de- 
mand for new residential buildings, 
modernization and repair, together 





SHORTAGE of raw asbestos fiber limits 
production of asbestos cement. 


él 





with the backlog for industrial and 
institutional construction, 1949 
should see a continuation of this 
year’s unequaled expenditures in 
the building field. This is pre- 
dicted on peace and on general 
business continuing at present 
levels with maximum employment. 


(Coal 


Charles A. Owen 


President, National Coal Association 


SUPPLY AND DEMAND for bitu- 
minous coal seem to be in balance, 
with spot scarcities probably a 
thing of the past. In 1948 the re- 
tail dealer deliveries (domestic and 
some commercial) approximated 
94,000,000 tons, or 16 percent of 





COAL will burn 


smokelessly in new 
types of space heaters. 


the national output. Bituminous 
coal’s electric utilities market is 
expanding phenomenally as new 
generating capacity is fast being 
installed to serve our growing 
needs for electric power and light- 
ing. 

The electric power and light in- 
dustry will probably produce in 
1949 about 10 percent more energy 
than in 1948 while railroad freight 
traffic may recede perhaps 5 per- 
cent. 

New types of space heaters to 
burn coal smokelessly are becom- 
ing commercially available. Spon- 
sored by Bituminous Coal Re- 
search, Inc., the new stoves and 
furnaces to burn coal smokelessly 
have undergone thorough testing 
in laboratories and homes, and it 
is a question of time until the man- 
ufacturers produce enough of 
them. 

The price outlook affects bitu- 
minous coal no more nor less than 
for other basic commddities, fuel 
or otherwise. If. general prosper- 
ity prevails throughout 1949, then 
bituminous production will con- 


62 


tinue to be correspondingly high 
with prices generally stable. The 
price outlook is conditioned on 
what the 1949-50 wage contract 
may provide. Similarly any in- 
crease in railroad freight rates 
would affect the prices which con- 
sumers pay during the year ahead. 


Cormiculite 


L. J. Venard 


President, Vermiculite Institute 


THE VERMICULITE INDUSTRY can 
handle an appreciably greater vol- 
ume in 1949 than in 1948, its rec- 
ord year. The supply of crude ore 
is virtually unlimited; improve- 
ments in mining, milling and pro- 
cessing equipment have enabled 
both the miners of vermiculite ore 
and its processing distributors to 
meet. already noticeably increased 
demands for their products. 

Demand for vermiculite prod- 
ucts in 1949 will be somewhat 
greater than in 1948. We do not 
anticipate any important sales ac- 
celeration which we cannot supply. 

We foresee some increase in 
prices due to anticipated increases 
in labor costs and freight rates. 


PRICE increase is predicted in the ver- 
miculite industry. 








Elechuc Powsar 


H. S. Bennion 
Managing Director, Edison Electric Institute 


A SURVEY by the Institute indi- 
cates that 6,700,000 kilowatts of 
generating capacity will be added 
by the electric power industry in 
1949, an increase of 12 percent. 
The estimated demand for 1949 is 
estimated to increase approxi- 
mately 3—*%4 million kilowatts, or 
7—1% percent. This is expected to 
increase the reserve generating 
capacity for the country as a whole 
from 4 percent to 8 percent aver- 
age. 

Indications are that there will 
be some rate increases in 1949 be- 
cause of greatly increased costs. 





DEMAND for electrical power will in | 
crease in 1949, but not as rapidly as in 
48 


The foregoing estimates are 


TREE 





based on the assumption that the | 


demand for electricity will con- | 
tinue to increase in 1949, but that | 


the rate of increase will be slower 
than 
crease of 7—% percent in 1949 


against 10.4 percent increase in 


1948. 


Jerraz320 


Carl V. Cesery 


President, The National Terrazzo and 
Mosaic Association, Inc. 


THE SUPPLY OUTLOOK 
good. Our raw material situation 
has improved materially; and the 
prospects are that through our As 
sociation’s labor program our crit- 
ical labor shortage may get col- 
siderable relief in 1949. 

The demand 


firmly of the opinion that our abil: 
ity to supply the demand in 194? 
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DEMAND | for 
industry’s productive capacity. 


terrazzo will outstrip 


will be better than in 1948, we will 
not be able to reach completely the 
level of the demand which is grow- 
ing steadily. 


Unfortunately, the price outlook 
for the coming year is not too 
bright. There is a trend of steady 
increase in raw materials and labor 
which require an increase in the 
cost of the finished product. 


Robert S. Boynton 


General Manager, National Lime Association 


THE NATIONAL LIME ASSOCIA- 
TION is continuing its program of 
research designed to improve the 
quality and usefulness of its prod- 
ucts as it has been doing for the 
past 15 years. The results of this 
program are clearly evidenced in 
the improved masonry and plaster- 
ing lime that is available today. 

Much of this research now is 
concentrated on a long-range basis 
at the Massachusetts Institute of 
Technology, where laboratory ex- 
periments are being carried out 
in small, laboratory - sized lime 
kilns. The object is to find im- 
proved methods of burning lime in 
order to produce building limes of 
greater plasticity, minimum 
amount of volume change, greater 
Sand carrying capacity, ete. 


Probably the greatest improve- 
ment in the quality of building 
limes during the past few years, is 
reflected in the greatly increased 
dem nd for pressure hydrated 
limes (also known as autoclave 
limes) and in the Ohio finishing 
hydrated limes. 


Buitpinc Propucts MERCHANDISER 


Concrete 


Geo. W. Katterjohn 


President, National Concrete Masonry Assn. 


I feel that the concrete masonry 
producers can meet any volume de- 
mand, provided portland cement is 
made available. Because of our 
large production capacity and effi- 
cient plant operation and manage- 
ment, prices probably will remain 
in their present bracket. Demand 
should remain at our present yearly 
output of one billion 8x8x16 or 
equivalent units. 


Sand and Gravel 


Thomas E. Popplewell 


President 
National Sand and Gravel Association 


THERE IS NO SHORTAGE of sand 
and gravel. Any shortages that 
appear are largely due to lack of 
railroad cars. The prospects of in- 
creasing the car supply for 1949 
are not bright since the railroads 
lost 11,558 gondola cars during 
the past year. Old cars are going 
out of service faster than new 
cars are being ordered and built. 

We estimate demand for our 
products for 1949 to be from 3 
percent to 6 percent below 1948. 
This prediction is applicable only 
to the southwestern territory. The 
supply, particularly ready mixed 
concrete, will continue to be 
troublesome caused by a cement 
shortage which we think we will 
have for at least one more year. 

Costs have increased but we do 





DEMAND for sand and gravel will be 
less than 1948 figure; no shortage exists. 


not anticipate any price increase 
unless we have to grant a fourth- 
round wage increase or increased, 


taxes. On the other hand, we do 
not anticipate any price reduction. 


Marble 


Carl V. Stafford 


President, Marble Institute of America, Inc. 


THE SUPPLY OUTLOOK for 1949, 
for both foreign and domestic 
marble, is good. It will just about 
meet the demand. We predict an 
increase in production over 1948 
of approximately 25 percent. 

Unless some unforeseen eco- 





MARBLE production is expected to in- 
crease 25 percent in 1949. 


nomic factor occurs, the price of 
marble in general will be stabilized 
for the years 1949 and 1950. 


Pant 


H. F. Winger 
Sales Manager, Glidden Company—Chicago 


An increase in sales of paint and 
paint products is indicated for 
1949, with no apparent contingen- 
cies that would prevent ample pro- 
duction to meet the increased vol- 
ume requirements. 

During the past two years over 
a billion dollars of paint have been 
used annually. Of this amount, 
three-fourths has been bought in 
small unit sales by housewives and 
home owners in over-the-counter 
sales, and to the painter and manu- 
facturers field. This gives graphic 
evidence of the tremendous propor- 
tions to which this industry has 
grown. 

No shortages of materials are 
anticipated during the coming year, 
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INCREASING demand and ample supply 
make bright outlook for paint products. 


although a moderate price increase 
in finished products is anticipated. 
Titanium dioxide pigments in 
creased in price on December Ist. 
Lead pigments were increased No- 
vember Ist, and an increase in zinc 
oxide pigments is expected around 
the first of the year. These are. 
basic products used in the manu- 
facture of paints. 

The linseed oil situation has 
eased materially during the post- 
war period, due largely to the vast 
increase in the amount of flaxseed 
grown in the United States and 
Canada. South American imports 
are no longer an important factor 
in this regard. 

Contrary to the belief of many, 
present day paint products are bet- 
ter than at any other time. Tech- 
nological improvements developed 
during the war are now being in- 
corporated into current products, 
and never has the overall efficiency 
and economy of paints been at such 
a high level. 


Wholesalers 
O1ews 


Managing Director, National Building 
Material Distributors Association 


AS THE CURTAIN ROLLS up on 
1949, we find that three old famil- 
iar characters share the center of 
the stage. They are normal busi- 
ness risks, adequate supplies and 
competitive selling. Barring a 
world-wide catastrophe, these three 
will run the show next year in the 
construction industry. 

Speaking entirely from the point 
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of view of a wholesale distributor, 
1949 promises no return to nor- 
mal business conditions or the 
good old days or anything else we 
have seen before. 


The return of normal business 
risks means that we will have to 
pay for our shortcomings. Spiral- 
ing prices will no longer cover up 
careless or unwise purchasing 
methods, sales volume lost through 
sloppy salesmanship, or over-lib- 
erality in the use of credit. 

Adequate supplies rings down 
the curtain on the mad scramble 
of our customers for more and 
more and even more. They will buy 
with one eye on their inventories 
and a clear precise idea of the dis- 
position of every purchase. 


Competitive selling means that 
orders will go to the firm that 
earns them. High operating effi- 
ciency plus constructive, dynamic 
salesmanship will be the winning 
combination in the year ahead. 


Acoustical 
Matouals 


George T. Smith 


President, Acoustical Materials Association 


IT APPEARS that the 1949 volume 
of acoustical business will be even 
greater than the banner year, 1948. 
All acoustical manufacturers have 
increased their production facili- 
ties. I believe the outlook in the 
construction industry for 1949 is 
good. It is my belief that serv- 
ice will be one of the keynotes in 
the successful merchandising of 


acoustical materials in 1949. 





CAPACITY of acoustical industry is up. 





| Plumbing. & 
Heating 


Norman J. Radder 


Secretary, Plumbing & Heating Industries 
Bureau 


Plumbing and heating materials, 
with some exceptions, will be in 
better supply in 1949 than in 1948. 
In some lines, production in 1948 
exceeded all previous records. Sup- 
plies of steel pipe, cast iron soil 





PLUMBING and heating materials are 
in better supply, but shortages still exist 
in some lines. 


pipe, and water closets are still in- 
sufficient to meet the tremendous 
demand. During 1947, manufac- 
turers produced about two and one- 
half million water closets. The pro- 
duction in 1948 is likely to come 
close to three and one-third million. 
Yet despite this record volume 
manufacturers still have a large 
backlog of orders. Most sizeS and 
types of cast iron and steel heating 
boilers are readily available. Cast 
iron radiators are now being 
quoted for immediate delivery. 
Convection type baseboard heating 
units are in ample supply due to 
the many new manufacturers who 
have entered this field. The radiant 
type of cast iron baseboard is not 
so plentiful, manufacturers gen- 
erally have a backlog of about 
three months. 

Oil burner sales have zoomed in 
recent months as a result of a plen- 
tiful supply of fuel oil. All sizes 
and types of stokers are readily 
available as well as controls for au- 
tomatic heating. 
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2 Generalioms 
KNOW HOW 





the talk of the trade / 


@ Speedy Installation Cuts Costs! 


Units are prefitted to save time, and cut on-the-job 
labor costs. 








@ Low Cost... Top Quality! 


Built of sturdy, kiln dried, Ponderosa pine. Chemically 
treated to resist weather, wear and termites. 


@ Weather Tight Construction! 
The interlocking construction of this window unit with 


built in metal weatherstripping stops air leaks and 
eliminates draughts. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 
san ays PREEPHE 
RANT DIXON % GRANT DIXON,JR. HAL R. DIXON 


PRESIDENT VICE-PRESIDENT TREAS- MANAGER. 


For Full Information about Weather-Lok Units 
Write or Wire 


JOHN H. MEARS, Inc. 
Baltimore 30, Maryland 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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PLYSCORD—Your customers 


want more for sheathing, sub-floor- 
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cy 
: ing, roof sheathing because it does 
the construction job faster, easier, stronger, 
neater. And you want a dependable source 
of supply—call Williams Plywood Company 


for straight or mixed carloads. 





PLYFORM—tThe highest quality 


Sut) concrete form panel for practically 





every type of concrete construction. 


All panels are edge-sealed and oiled. Avail- 





able in carload lots. Phone Williams Plywood 


Company, now, for new low prices. 
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SEND FOR THESE: 


Four I-B-R Installation Guides cov- 
ering hot water and steam systems 
for residential installations are avail- 
able at a nominal cost. Write The 
Institute of Boiler and Radiator Man- 
ufacturers, Dept. AL&BPM, 60 East 
42nd St., New York 17, N. Y. 


Free samples of Korina veneers, 
made from a new African blond hard- 
wood and a descriptive brochure are 
being offered to the trade by the 
manufacturer. Write William L. Mar- 
shall, Ltd., Dept. AL&BPM, 427 East 
10 St., New York City. 


“Change Your Home With Color” 
is the theme of a new Devoe booklet 
chock full of ideas for the use of color 
in inexpensive interior decoration. 
Write Devoe & Reynolds Company, 
Inc., Dept. AL&BPM, 44th St. & First 
Ave., New York 17, N. Y. 


A new 4-page bulletin in color illus- 
trates Hako Factory-Waxed Asphalt 
Tile Flooring. Write for Bulletin No. 
AT101, Hachmeister, Inc., Dept. AL& 
BPM, 2332 Forbes St., Pittsburgh, Pa. 


The Floor-Veyor interfloor escala- 
tor-type power belt conveyor is de- 
scribed in a new bulletin. The Floor- 
Veyor finds application wherever 
large quantities of merchandise must 
be moved from floor to floor. Write 
The Rapids-Standard Company, Inc., 
Dept. AL&BPM, Grand Rapids, Mich. 


A general catalog, recently received 
from the printer, covers the line of 
Cornell Rolling Doors—rolling grilles, 
sliding grilles, rigid and folding up- 
ward acting doors—in wood and steel. 
Write Cornell Iron Works, Inc., Dept. 
AL&BPM, 36th Ave. & 13th St., Long 
Island City 6, N. Y. 


A booklet on Coleman automatic 
furnaces and water heaters, prepared 
as an insert for the 1949 edition of 
Sweet’s Builders’ catalog, is avail- 
able on request. Write The Coleman 
Company, Inc., Dept. AL& BPM, Wich- 
ita 1, Kans. 


Are your products being damaged 
in transit? Read Issue Number 22 of 
Acme Process News, describing actual 
savings made by companies which 
use Acme Steeltrap to protect their 


products in transit. These articles 
may suggest a method of reducing 
damage to your own shipments. For 
a free copy write Acme Steel Com- 
pany, Dept. AL&BPM, 2840 Archer 
Ave., Chicago 8, IIl. 
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PREVIEWS: 


Nine basic machines in action— 
eight of them fork-lift trucks—will 
be Clark’s major exhibit at the Third 
National Materials Handling Exposi- 
tion in Philadelphia, January 10. 
Write Clark Equipment Company, 
Industrial Truck Division, Dept. 
AL&BPM, Battle Creek, Mich. 


An all-stainless steel prefabricated 
shower cabinet, just announced, re- 
quires no extra floor or wall prepara- 
tion. Write Bathe-Rite Division of 
Milwaukee Stamping Company, Dept. 
AL&BPM, 865 S. 72nd St., Milwaukee 
14, Wis. 

Weldwood plywood and Mengel 
Flush Doors are featured in the color 
motion picture “Story of a House” 
which will be distributed nationally 
through department stores starting 
February 1. The film is the account 
of Mr. and Mrs. Pete Watson, who 
set out to build a home in today’s 
market. Write United States Plywood 
Corporation, Dept. AL&BPM, 55 W. 
44th St., New York 18, N. Y. 


A new fixture presents revolution- 
ary possibilities for glarefree lighting 
in offices, factories and school rooms. 
Write Federal Enterprises, Inc., Dept. 
AL&BPM, 8700 S. State St., Chicago, 
Ill. 


New Portfolio of Weyerhaeuser 
Panel Homes Now Available 


General Timber Service, manu- 
facturers of Weyerhaeuser Panel 
Homes, announces a new loose leaf 
portfolio containing photographs 
and floor plans of the 15 basic 
plans. These sets are now avail- 
able to dealers on request. Indi- 
vidual sheets show floor plans and 
elevations of each house. Other 
sheets show doors, windows and a 
series of rendering of suggested in- 
teriors. The plans are designed by 
capable architects and met all FHA 


requirements. Panels are so de- 
signed that they are interchange- 
able to suit the whim of the buyer. 
Should a picture window be desired 
or a window moved, such changes 
may be made without undue ex- 
pense. Walls and ceilings are in- 
sulated. Exterior may be of clap- 
board or shingles, interiors are of 
smooth, dry wall construction. Pre- 
cision-built panels go up quickly to 
save time and labor: This new 
Weyerhaeuser Panel Homes port- 
folio may be obtained free of 
charge from General Timber Serv- 
ice, Inc., Dept. AL&BPM, Dubuque, 
Iowa. 


New Koroseal Tile Sales Kit 


New, handy kit helps sell Sloane- 
Blabon’s Koroseal floor tiles. Easy 
to carry by hand or in a brief- 


case, the kit is one-and-three-quar- 
ter inches in width, 12% inches 
long, and 6% inches high. Con- 
tains 18 sample tiles measuring 
four by four inches, and will ac- 
commodate six additional samples. 
Stands by itself as a display in 
floor covering departments as 
readily as it can be used in the 
field. Now available to Sloan-Bla- 
bon dealers, contractors and dis- 
tributors. Write Sloane-Blabon 
Corporation, Dept. AL&BPM, 295 
Fifth Ave., New York 16, N. Y. 
Liquid Masking Tape 

A new liquid masking solution 
greatly reduces time and effort in 
painting by keeping paint, lacquer | 
and other coatings off wood, glass, 
metal and similar surfaces. The s0- 
lution, based on Vinylite resins, 
is easily brushed on the surface to 
be masked. The masking solution 
dries in about 10 seconds and is 
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The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 


design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 


| TOO MUCH 
|| MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
\ operation. 
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The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $49.50 new vorx 


(Price subject to change without notice) 


NI DIME A TLD Tes OO 


th] 
ay 
arab 
ryt 








i evita cD AD, PE 





NT 
3 sat 
s\ it 


| 


18 
Hi} 


ns 


calc be 


porn oe 


wy 
\ 





; write today 


|| L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 
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then ready for painting adjoining 
surfaces. When the paint is dry, 
the plastic shield can be peeled off 
like tape, thus saving the tedious, 
time-consuming work of removing 


excess paint by scraping. Write 
Ramsell Products, Ine., Dept. 
AL&BPM, 712 South Fifth Ave., 
Maywood, IIl. 


The New Wheel-It 


To meet the demand of larger 
lumber yards and warehouses, a 
new hand operated transport cart, 
Wheel-It Model 550, is being an- 
nounced by Bassett Industries. 
(This is in addition to the com- 
pany’s Model 400.) Wheel-It 550 
is built to use standard tires, from 
5:00 to 6:00 x 16. The welded all- 


steel frame work, cross-braced like 
a bridge, provides a rugged unit 
for handling heavy loads on any 
terrain. Adjustable, double-row 
ball bearing caster wheels are avail- 
able for front and rear legs to give 
stability where needed. Four filing 
posts, 16 inches long, adjust side- 
ways or fold down to haul ply- 
wood, etc. The new model is 32 
inches high, 3 feet wide by 8 feet 
long, and has a capacity of 2000 
lbs., can easily be wheeled by one 
man. Long or cumbersome materi- 
als such as strip and bar steel, 
pipes, lumber, wire, shingles, build- 
ing materials, fencing, posts, etc. 
move with ease on the balanced 
Wheel-It, freeing trucks for more 
valuable outside hauls and freeing 
men of heavy work. Write Bassett 
Industries, Dept. AL&BPM, Vin- 
ton, Iowa. 
















Wright Tubular Latch 

Wright Products Inc. offers a tu- 
bular latch for inside doors that is 
constructed with only four actual 
working parts and no die-cast parts 
whatever. It is designed with an 
elongated oval-shaped knob which 
adds grace and dignity to any door. 
The knob fits the hand comfortably 
and requires only a slight turn to 
unlatch the door. Those sets made 





for communicating doors have no 
locking feature and operate with 
the one simple action. The Wright 
Latches with lock sets also lock and 
unlock by merely pushing the knob, 
entirely eliminating keys, unsight- 
ly locking levers and push buttons. 
They are installed with two tele- 
scopic screws, insuring perfect 
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FOR SALE 
African and Philippine 
MAHOGANY 
LUMBER 


Dry Stock — Excellent Texture — 
Cut From Choicest Logs 


Band-Sawn African Mahogany 


130,000’............4/4” No. 2 Common & Better 
15,000’............5/4” No. 2 Common & Better 
a 8/4” No. 2 Common & Better 


Philippine Mahogany 


125,105’................... 4/4 Selects & Better 
35,747’................... 5/4 Selects & Better 
NN ag al Sa tinge ala Da 6/4 Selects & Better 
21,122’.................. 8/4 Selects & Better 
3,516’...................12/4 Selects & Better 
| a Oe ae ae oe 16/4 Selects & Better 





Fine Widths and Lengths 


VERY 
ATTRACTIVE 
PRICES 


DIXIE 


LUMBER CO., INC. 


8201 Fig St. New Orleans, La. 





comeell 
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\ YOU CAN GET 
& MIXED CARS ° 


‘NOW | 


@ FITITE SHAKES 

e@ NO. 1 CEDAR SHINGLES 

@ UNDERCOURSING SHINGLES 
@ NO. 2 CEDAR SHINGLES 

@ STAYON SHINGLE STAINS 


Here’s the answer to the problem of main- 
taining complete stocks with minimum cur- 
rent investment. Single mixed cars, ordered as 
required, mean less warehousing and less in- 
vestment capital tie-up. Colonial Cedar Com- 
pany is now providing mixed cars made up 
of all cedar shingle and shake requirements to 
help dealers meet demand while they protect 
themselves against market fluctuations. 


Here’s a Smart Buy on a Small Investment: 


50 Squares No. 408 (White Primer) FITITE SHAKES 

30 Squares No. 400 (Dark Gray) FITITE SHAKES 

30 Squares No. 404 (Light Brown) FITITE SHAKES 

30 Squares No. 450 (Lime Green) FITITE SHAKES 

30 Squares No. 470 (Bamboo Buff) FITITE SHAKES 
170 Squares Undercoursing shingles 

75 Squares 16” No. 1 unstained cedar shingles 

40 Squares 16” No. 2 unstained cedar shingles 


ALL FOR APPROXIMATELY $3,000 
IN ONE MIXED CAR 


(Any variety of colors cf Fitite Shakes may be 
substituted tor above) 


WIRE—WRITE—PHONE 


COLONIAL CEUAR ce Mada INC. 


600 WEST NICKERSON + SEATTLE 99, WASHINGTON 
Tet HONE GARFIELD S611 
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alignment and dispensing with at fire. 
screw heads on the outside rosette. 


Made in a variety of finishes. car kit. 
report No. 98403 shows that Hero 
puts out gasoline, fuel oil, paper, 


Write Wright Products, Inc., Dept. 
AL&BPM, St. Paul Park, Minn. 


Low-Cost Fire Extinguisher 
Gives Fire Insurance on Job 


The new Hero, 16 oz., portable, 
pressurized, fire extinguisher, re- 
tailing at an exceptionally low 
price, is hermetically sealed, cannot 
leak and needs no refilling or in- 
spections. 

Simple to operate, pull trigger 
and aim 18 ft. pressurized stream 


Comes 


with free wall 
bracket or can be carried in tool or 


grease, electrical and all types of 
incipient fires in three to 10 sec- 


U. S. Testing Company’s onds. Fluid meets Underwriter 


Laboratories and U. 8S. Gov’t Of-380 
specifications. It contains 90 per- 
cent carbon tetrachloride, 10 per- 
cent other chemicals, with carbon 
dioxide as propellant, and is not 
injurious to persons and material 
it contacts. Write Bostwick Lab- 
oratories, Dept. AL&BPM, Bridge- 
port 5, Conn. 


“Grip-Cut" Siding Cutter 
Again in Production 

The Grip-Cut siding cutter man- 
ufactured by La Belle Industries, 
Inc., is now available for immedi- 





MIXED CARS 


* PONDEROSA PINE 


* FIR and LARCH 
DIMENSION 


Looking for well-manufactured Ponderosa Pine 
yard and shed stock, factory lumber, industrial 
items? 


Consult us on your next requirements. We spe- 
cialize in dependable ol Ponderosa Pine 
lumber—straight cars or an assortment of Pon- 
derosa yard and shed items mixed with Fir and 
Larch dimension. Best of manufacture. Proper 
kiln drying. Reliable grades. 


Write us regarding your requirements in yard and shed stock, factory and 


industrial items. 


Member Ponderosa Pine Woodwork 


ate delivery. Tested and endorsed 
by manufacturers of composition 
asphalt siding, as well as by many 
siding applicators, the unit cuts 
razor-clean through material up to 
one inch in thickness, while auto- 
matically moving the siding along 
as used. Self-feeding in operation, 


one man can easily use the tool. 
Only 37 pounds in weight, it is en- 
tirely practical for use on scaffolds. 
The steel cutting blade of the 
Grip-Cut will cut between 2000 and 
3000 panels of material without 
need for changing. Siding can be 
cut in any length, at any angle, 
and the tool is likewise useful for 
notching and trimming work. Lit- 
erature is available from La Belle 
Industries, Dept. AL&BPM, Ocono- 
mowoc, Wis. 


DeWalt Announces Low-Cost 
Saw Shop 
DeWalt, Inc., manufacturers of 
variety woodworking machinery 
announce their new low priced 
Model GW all purpose machine. 
Especially designed. for small 
shops and in the low-priced field, 
this new model features a 1 H. P. 
motor driving a 10-inch diameter 
saw blade. Technical improve- 
ments include a heavy-duty four 
ball bearing roller travel head rid- 
ing on machined tracks inside the 
mechanical aligning ad- 


Alexander-Yawkey Lumber Co. Siete at all moving positions 


Members Western Pine Association 


Prineville, Oregon 


to maintain precision accuracy. 
This unit is actually a complete 
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: *Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
» | *Northwest Timber Company, Gibbs, Idaho P.O. Box 510 
E *Thompson Falls Lumber Company, Thompson Falls, Mont. +, le hone 71 
‘ %& Member Western Pine Association oon 
Daily Production 190,000 Feet Kiln Dried Lumber 
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Bago 5 * Top Notch Performance MMmouncing 
folds. § * Streamlined Design 
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angle, | ; Overload Protection 
ul Res | * Rugged Construction 
l - 
Belle | 6 Weighs only 158 tbs. The New Portable WILSON meets all of the require- 
Jcono-. fj * Lifetime Lubrication ments of every builder for it is a rugged, versatile, 
: * Available in 1 & 11/2 H.P. fast, accurate light weight machine. The new 
sf WILSON is priced so low that no carpenter, con- 
tractor or builder can possibly afford to be without 
ors of at least one WILSON machine. 
hinery The most complete range of sizes and horse- 
priced power ratings on the market today—1 to 7'/2 H.P. 
wchine. Write for the name of your closest dealer. 
small Some choice.dealerships still available. 
l field Remember! Manufactured by 
ef Your Best Buy FRANKLIN MACHINE COMPANY 
a is the New WILSON “ PROVIDENCE, R. |. . 
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Applications include (a) paper be- 
tween wood sheathing and exterio: 
materials such as bevel siding, (b) 
over sub-flooring, (c) over fill un- | f 
der concrete slabs or floors, (d) 
weatherproofing of structures such 4 
as sheds, silos, and barns, and (e)  f 
temporary weathercovers for ma- 
terials such as field stored cement. | } 


chine can be used for carpenter 
maintenance pattern shop 
work:. . . crating and boxing... 
salvage . . . outside construction 
and many other types of wood cut- 
ting operations. Delivery is ex- 
cellent. Write for catalog and 
prices. DeWalt, Inc., Dept. AL& 
BPM, 201 Martha Ave., Lancaster, 


saw shop in one machine. It’s a 
cut-off saw... miter saw... rip 
saw... tilting arbor saw... dou- 
ble miter saw . . variety saw. 
Using the proper tool, it becomes 
a dado machine... a gaining ma- 
chine... . a grooving machine... 
a rabbeting machine. . . a shaper. 
In fact, every time you change the 
cutting tool, you have another ma- 
chine. Contractors, builders and 
small shop owners who wish to keep 
their machinery investment at a 
definite minimum, yet doing va- 
riety woodworking, will find this 
unit a very satisfactory invest- 
ment without sacrificing speed, ac- 
curacy and production they normal- 
ly would expect on single purpose 
machines in their shops. This ma- 


Fa. 


Branded Building Paper Offers 
Dealers Five Advantages 


Protective Papers, Inc. has intro- 
duced a new asphalt impregnated 
building paper under the brand 
name of Leatherback All-Purpose 
Building Paper. This product is a 
heavy base stock with an average 
uniform asphalt impregnation of 
50 percent of the sheet cross-sec- 
tion . .. and is approved by FHA 
as a Class “D” breather type paper. 
Leatherback, according to the man- 
ufacturer, offers five advantages: 
1) It offers all the desirable quali- 
ties of standard 15 lb. felt at a 
weight reduction of over 50 per- 
cent. 2) Base stock made of 80 
percent new long fibers resists frac- 
ture of any kind, also results in 
easier handling for the user. 3) 


4) Can be bought under the price ff 


»_-.. 2 
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FAILING BUILDING 


Douglas Fir * 


= THE GRiswoLn LUMBER Go. 5 


Manufacturers and Wholesale Distributors 


Telephone ATWATER 8319 


West Coast Hemlock 


AFFILIATED MILL INTERESTS: 


Carlton Manufacturing Co. 
CARLTON, OREGON 


15 Million Feet Annual Cut 


PORTLAND 4, OREGON 


Dependable Values in 
Paeifie Coast Lumber Products 


Ponderosa Pine 


Straight or Mixed Cars Including Lumber, Plywood, Doors 


L. H. L. Lumber Corp. 
CARLTON, OREGON 
45 Million Feet Annual Cut 
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3 Reasons why 
it pays to handle the 
Gate City Awning Window! 


You want volume sales—simple inventory—and a good 
discount, when you take on a new line. Gate City 
Awning Windows give you all three! 





y | VOLUME: Everybody wants this scientific new window. 
Twice the ventilation of ordinary sash plus 
draft-free air circulation. Distinctive beauty for 
homes, apartments, offices; churches, schools, 
etc. Smooth, easy operation with trouble-free 
worm-and-gear crank. Dozens of LCL pur- 
chasers. now buy by the carload—earn maxi- 
mum discount. (Names on request.) 


y INVENTORY: One size (3-36-18) answers 75% of 
average requirements. Windows furnished 


completely assembled with sash and hardware 
installed, sash glazed, screens semi-prefit and 
wired with Lumite, toxic-treated, and wood 
stool and apron. Storm sash and weatherstrip- 
ping when specified. 


3 PROFIT: Our mass production economies—liberal dis- 
count — and the better price to the consumer 
assure a better dealer profit. 


Write today for our attractive proposition! Gate City 
Sash & Door Co., Dept. AL-12, Fort Lauderdale, Florida. 


Gate City 


AWNING WINDOWS 


Export Sales Representative, Frazar & Company, 50 Church Street. New York 7, N.Y.,U.S.A. 
Cable address: Frazar, N.Y. Agents in principal cities throughout the world. 
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of standard 15 lb. felt. 
back is a branded product. 


5) Leather- 
Write 
Protective Papers, Inc., Dept. AL&- 
BPM, Union, IIl. 


Screwdriver Has Reversible 
Blade 

Vaco Duplex Reversible is a new 
screwdriver which accommodates 
both the Phillips and the regular 
acrew by merely reversing the 
blade. Ideal for automobiles, ra- 
dios, refrigerators, office equip- 
ment, household utilities, etc., the 
screwdriver becomes a real time- 
saver where slot screws and cross- 
slot screws are used in combina- 
tion. The blade is oil-tempered, 
chrome vanadium steel. Though it 


is easily and quickly inserted or 
removed, 


there is no play—no 





wobble. It will not come apart in 
normal use, yet the reversing oper- 
ation is so effortless that even a 
child can do it. A _ cleverly-con- 
trived, positive spring action clutch 
in the center of the shaft pro- 
vides this fool-proof chucking. The 
Vaco Duplex Reversible screw- 
driver will service both regular and 
Phillips screws. Available in two 
sizes. Write Vaco Products Com- 
pany, Dept. AL&BPM, 317 E. On- 
tario St., Chicago 11, IIl. 


Price Cut to New Low 
on Portable Radial Saw 

A new lower price representing a 
drop of 25 percent has just been 
announced by American Saw Mill 
Machinery Co. for its Model TNT 
Monarch Uni-Point portable radial 
saw. The unit has a crosscut ¢a- 
pacity of 3 x 16 inches and a 2014- 
inch ripping capacity. It features 
a principle of design that permits 
the saw blades to enter the wood at 
the same point, regardless of cross- 
cut angle. This is accomplished by 
means of a movable column, the 
saw contact point remaining un- 
changed as the column is set in dif- 
ferent positions for different types 
of crosscuts. By means of cutters 
and other tools available separately 








the saw can make practically any 
kind of cut in wood. In actual op- 
eration the Uni-Point principle em- 
bodied in the saw is said to effect 
a saving of 25 percent in produc- 
tion time on average woodcutting 
work. Write American Saw Mill 
Machinery Co., Dept. AL&BPM, 
Hackettstown, N. J. 


Basement-Utility 
Wood Window Units 


Straight from the research divi- 
sion of the Andersen Corporation, 
window specialists, comes a new 
basement-utility window unit made 
of wood. It is a completely prefab- 
ricated window, delivered to the 
job carton-packed, ready for quick 
installation. The complete unit con- 
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Manufactured by 
INDEPENDENT NAIL & PACKING CO. 


NY St. Louis 2, Mo. 
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The ST. MARIES LUMBER Companyay 
St. MARIES, IDAHO @ Telephone 44 


Manufacturers 


IDAHO WHITE PINE PONDEROSA PINE 
FIR and LARCH WHITE FIR, CEDAR 


Operating modern dry kilns. planing mill, sawmill cutting 30 million annually. 


Have an adequate timber supply for many years. 
Now operating two Western Pine Tree Farms. 


Mills on main line of a transcontinental railroad. 


Member Western L. R. Pugh, President 
Pine Association Charles Leonard, Sales Mgr. 
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TARTER, WEBSTER & JOHNSON, Inc. 


NO. | MONTGOMERY ST., SAN FRANCISCO « P.O. BOX 1731, STOCKTON, CALIF. 


3 Modern Mills 


29 YEARS OF 
SATISFACTORY SERVICE 





Behind Tarter, Webster & Johnson’s 29 years of 
satisfactory service are the facilities of eight mod- 
ern mills and choice stands of timber. California 
Sugar Pine, Ponderosa Pine, White Fir, Douglas 
Fir and Incense Cedar. 





Better equipped today than ever before, Tarter, 
Webster & Johnson, Inc. is delivering better serv- 
ice in all yard items plus: 


PONDEROSA PINE DOORS 


PONDEROSA PINE MOULDINGS AND 
CUT-STOCK 


We also manufacture Ponderosa Pine Plywood 
(4 ft. x 4 ft. panels only.) 


[aver 


Beis | CALIFORNIA SUGAR PINE PONDEROSA PINE : WHITE FIR 


n& ee 
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sists of frame, glazed sash, hard- 
ware, chemical treatment of all- 
wood parts, weatherstripping, 
screen and storm sash (optional). 
Modular sizing has been followed, 
providing for easy installation in 
standard 8 x 8 x 16 concrete block 
walls. Height is two blocks high 
and 2, 21% and 3 blocks wide. The 
unit is designed for sash reversi- 
bility—sash can be swung at top or 
bottom, providing either indirect 
hopper-type ventilation or direct 
ventilation. No tools are needed to 
remove sash from special hardware 
and reverse swinging position. An- 
dersen is offering the window unit 
as a combination basement and 
utility product, since it is designed 
both for standard basement instal- 
lation and for use in farm, tourist 
home, vacation cottage and tempo- 


rary house types of buildings. Sash 
can be combined in ribbon or stack 
fashion for additional fenestration. 
Write the Andersen Corporation, 
Dept. AL&BPM, Bayport, Minn. 


All-Glass Wall Tile 


An all-glass wall tile that comes 
in 15 different non-fade colors is 
manufactured by the Dearborn 
Glass Company of Chicago. The 
product, Crys-Glas, is the result of 
many years of research, it is solid 
glass 4% inch thick. According to 
the manufacturer, Crys-Glas will 
remain as long as the building in 
which it is installed. It will not 
develop tiny surface cracks. The 
hard smooth surface is impervious 
to stain, peeling, damage from tem- 
perature changes, moisture and 
penetration of dirt. The 15 non- 
fade colors which are fired directly 
to the glass, assure life-long 
beauty. Crys-Glas is a light wall 
tile that can be applied to any kind 
of surface: wood, plaster, metal or 
cement. A non-aging rubber mas- 
tic applied to the back of the tile 
to make it adhere to the wall, re- 
mains resilient and acts as a shock 
absorber protecting the tile from 
damage due to settling of the build- 


ing, expansion and _ contraction, 
Write The Dearborn Glass Com- 
pany, Dept. AL&BPM, 2414 West 
21st St., Chicago 8, Ill. Samples 
of Crys-Glas are available upon re- f 
quest. ' 


Automatic Glass Cutting 
Machine 

A new automatic glass cutting 
machine has been designed primari- 
ly for retail hardware stores and 
retail lumber yards where glass is | 
sold. The operation of the ma- 
chine is so simple that anyone can | 
dependably cut glass to any given | 
size within the limits of the ma-| 
chine. An automatic cutting head, | 
which is preset at the factory for | 
cutting average glass, contains an § 
adjusting mechanism for increas- | 
ing and decreasing the cutting | 
pressure of the cutting wheel. The} 














For the 
61st Year 





from the 
"Sudden Service" 
Folks in Texas 





Merry Christmas 





OVER 61 











Try it. 


ANGELINA COUNTY LUMBER COMPANY 


Keltys, Texas 


YEARS OF SATISFACTION TO LUMBER BUYERS 


Bad ugelina Offers You 


A Perpetual Lumber Supply 


Angelina is a Tree Farm operation. The thousands of 
acres in the Angelina Tree Farm are set up on a long- 
term, cyclical harvesting basis — designed to assure a 
continuous supply of saw logs to the Angelina mill. 
Angelina customers are thus assured a continuous sup- 
ply of famous Texas-grown 


Southern Pine and Hardwoods 
Angelina’s “Sudden Service” Will Satisfy You Well. 
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There's no denying the selling power of beauty. 
That's why distinctively styled, chromium plated 
kitchen cabinet hardware by NATIONAL 
LOCK sells fast... at a good profit. Ask your 
jobber about the Deluxe set shown below. 
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No business, large or small, can afford 
to have dollars leaking out of the cash 


register. Your dollars are lost if your inven- 
tory of building materials is too large . . . if 
your inventory doesn’t turn over fast enough 

. if you lose customers because items are 
out-of-stock. 

Here is a sensible suggestion: Let our ware- 
house be your “stock room.” Order what you 
need, when you need it and as much as you 
need, 


DOUGLAS FIR PLYWOOD 
HARDWOOD PLYWOOD 


Johns-Manville Products such as 
Flexboard 
Transite 
Transitop 
Asphalt Shingles, Roofing 
Asbestos Roofing, Shingles 
Rock Wool Insulation 
Insulation Board 
Metal Louvers 
Tylac 
Chromedge Metal Mouldings 
Laux Products 


Heatilators 
Upson Board 


Roof Putty, Coatings 


“Our stock is as close to you as your tele- 
phone”! Call Garfield 4433 or write for our 
latest price list. 


INDIANAPOLIS PLYWOOD CORP. 


1300 BEECHER ST., INDIANAPOLIS 7, IND. GARFIELD 4433 
1ST. & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


OHIO VALLEY 
PLYWOOD CO. 


VINE AT SPRING GROVE 
CINCINNATI, OHIO 
WOODBURN 9280 
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cutting wheel is made especially for proof plywood. Any Dillabaugh speeded. Milcor Flush (Plastered- 
machine use and is easily replace- boat may be used with or without In) Type Casings, made of steel, 
able. The machine is intended for an outboard motor. Kits contain are used as trim for doors, win- 
vertical mounting to conserve space complete pre-cut material, fittings dows and other wall openings. In 
and is made in two sizes to cut and all parts except paint.-All mate- addition they act as_ plaster 
glass up to 36 inches and 48 inches rial is cut to exact specifications grounds, protect plaster corners ff 
respectively. Write the Fletcher- and fits perfectly. Sturdily pack- against impact damage and act as |) 
Terry Company, Dept. AL&BPM, aged boats are shipped ready for screeds. Applied before plastering, | 
110 South St., Forestville, Conn. aor with py nite yo only the smooth, narrow face of the } 
i trated plans and instructions. Any casing remains exposed when the | 
poe alg a person of average ability in the plastering is completed. In addition } 


ee . Ti —o handling of ordinary household to the two quarter-round styles | 
Seaworthy Dillabaugh boats are tools can assemble a Dillabaugh q de 


aoe vat cf caininnden wont boat. Write C. R. Dillabaugh Co., 
————— a |6)3—Ml rt, AE, Te BL. . Mal. 
- lory Ave., Portland 11, Ore. 





New Feature Makes Milcor 
Casings Easier to Install 


A comparatively simple change 
in the design of Milcor Flush 
(Plastered-In) Type Casings has 
produced a surprising increase in 
the speed and effectiveness of their 
installation. This new feature, con- 
sisting of a slight ridge in the 
nailing flange which creates a ten- Voor os - 
sion when the casing is nailed in 2 4j Von ¥| 
place, draws the section snugly 
into position and holds the nose of | 3) - | kK. y " 
the casing tight against the jamb. os 1%4 
The need for special casing clips is NO.4 NO.138 
thus eliminated and application is EXPANSION CASING CASING 


f 


More Profits from Insulation Faster Sales / 
Sell or Rent a 


Hotchieies nmomaictacnern, OVCATEr Profits f 


with every sale of Roll-type Insulation — because only KIMSUL* insulation 
has these 6 exclusive advantages 














1. Many-layer stitched construction— uniform pro- 
tection over every inch of insulated area. 


. Compressed package—comes in easily handled 
rolls. Reduced to 1/5 installed length. A true over- 
the-counter packaged insulation. 


. PYROGARDT fire-resistant cover—even the cover 
of KIMSUL*—not merely the insulation itself—is scien- 


Sell or rent this handy device for installing insulation tifically treated to resist fire and flame. ar 
and get the extra profits from the staples needed for the . 
lob. installers appreciate the cusy . Extra width—your customers are assured of fully | E 
way in which they can fasten roll- insulated fastening edges. 
type, foil, batt and other types of in- aah ; : . 
sulation in place with Hotchkiss 96 . Extra flexibility—tucks snugly behind pipes, into 
tackers. They hold the insulation in corners and other “tight spots.” 
place with one hand and tack it with 
the other. 6. Caulkability—cut strips are excellent for caulking 
They work perfectly in confined around windows and door frames. 
spaces, (under eaves, etc.), where you 
FOR DIFFICULT can’t swing a hammer. The magazine 
CORNERS holds a strip of 70 shear point staples. 


CFR Oe Se Ser Se RB Se BD ODS OD Sot BD SP: BD >> SDS BOS 


KIMBERLY-CLARK CORPORATION 

KIMSUL Division, 

Write for information on the Hotchkiss line Neenah, Wis., U.S. A. 
of Tackers and Staplers 


Insulate when you build. 
THE E.H. Aotchhivs COMPANY Over-all insulation 


NORWQ€A iain one 
“Ploneers ; io off * shots” Set } A “ sheptieg™ . ready salability. *T. M. Reg. U.S. and Can. Pat. Off + Trademark 
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La TT EASE 


PAUL BUNYAN'S PANCAKE CREW 


Skaters with hams tied to their feet kept the griddle greased. 
Flunkies on roller skates served the tables. Paul Bunyan has 
always organized for efficiency and service. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir 
SUSANVILLE 






eal 


Incense Cedar 


CALIFORNIA 
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SESE SEE 


Season’s 
Greetings 


and 


Best Wishes 
for the 


New Year 


@ EASY TO INSTALL 
® LOW IN COST 


@ ENGINEERED FOR 
THE JOB 
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The Meadow River 
Lumber Company 


a 
Rainelle, W. Va. 


ALL-PURPOSE BUILDING PAPER 


Leatherback is a new asphalt impregnated building paper. New long 






fibre structure gives tremendous strength... makes it easy to bend 
without fracture. Costs an average of $1.00 per roll LESS than stand- 
ard 15 |b. felt. Designed for all building applications. To save time 
and money, order Leatherback All-Purpose Building Paper for your 
next job. Write for Leatherback Folder 101. 
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PROTECTIVE PAPERS, INC. 


‘UNION ° e e ILLINOUS 














SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





tic 


— 





SELLING THE PRODUCTS OF 


“THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
“THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


Member of the Western Pine Associa- 
Portland, Oregon. 















DISTRIBUTORS OF 
SPECIES 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 





PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








SAN FRANCISCO 


> 





1604 Graybar Bidg. 
Lexington 2-9117 


1863 LaSalle-Wacker Bldg. 
Telephone CEntral 6-9182 


1030 Monadnock Bidg. 
Exbrook 2-7041 








Bur 
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shown in the illustrations, Milcor 
Flush (Plastered-In) Casings are 
made in two square designs in both 
expansion and short flange styles. 
All are made in both %” and 34” 
grounds. For further mea vl 
write Inland Steel Products Com- 
pany, Dept. AL&BPM, P.O. Box 
393, Milwaukee 1, Wis. 


Dealer Point of Purchase Display 


Lumber dealers are finding that 
point of purchase displays are 
helpful in stimulating sales for 
many items they handle. This com- 
pact counter display in seven at- 
tractive colors, effectively mer- 
chandises the entire line of Insulite 
insulating board and hardboard 
products. Six colorful pictures il- 


lustrate product usage. A litera- 
ture pocket invites the prospect to 
read descriptive folders. For more 
information about these displays 
write INSULITE Division of Min- 
nesota and Ontario Paper Com- 
pany, Dept. AL&BPM, Minneapolis 
2, Minn. 


Anti-Corrosion and Protective 
Coating for Metal, Concrete, 
Wood, Etc. 


Plastinium, a synthetic plastic 
non-oxidizing coating, is highly re- 
sistant to moisture, acids, alkalis 
and other corrosive chemical 
agents. It air dries within 10 min- 
utes to two hours; drying takes 
place by evaporation of the solvent. 
The coating is of exceptional tough- 
ness and has excellent resistance to 
aging. Applicable to concrete, ce- 
ment, asbestos shingles, tile, terra 
cotta, brick and other masonry sur- 
faces, wood, metals, glass, paper. 
It is available in several colors. 
Two coats of Plastinium are suffici- 
ent for most applications under or- 
dinary conditions of corrosion. 
Write International Aquella Prod- 
ucts, Inc., Dept. AL&BPM, 1270 
Sixth Ave., New York 20, N. Y, 


Invites Customer Tryout of 
Adjustable Shelf Supports 

A working-model display invites 
shoppers to try for themselves the 
snap-on feature of the Wilmac ad- 
justable shelf support. Graphically 
illustrating the positive level-shelf 
arrangement of the supports, the 
display highlights the ease with 
which shelves may be rearranged 
and spaced to suit individual needs. 
The eyecatching display attracts 
the home user and emphasizes easy 
installation of the completely pack- 
aged product that requires only 
use of a hammer. Write Wilmac 
Metal Products Company, Dept. AL 
&BPM, 609 W. Fulton St., Chicago 
6, Il. 
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wood to Supply You. . . 


and many others— 


AETRA'S — SERVICE 


—Oucludes.. 


The Compact Plywood Mer- 
chandiser Shown Here. . . 


Free Newspaper Advertising 


Plans for Customer's Home 


Furniture Making. . . 
Free Engineering Advice. .. 


Well Informed and Courteous 
Sales Force. . . 


One of the Largest Warehouse Stocks of Veneer and Ply- 


Prompt Shipment of L.C.L. and Ca..oad Orders. . . 
All Shipments Properly and Protectively Packed. . . 


PLYWOOD — PLYWELD — VENEERS ~— 
DIEBLOX — PLASTIC SHEETS 
TILEBOARD — DECO-PLY — GLUES 
SEALERS — JOINT FILLERS — BLEACHES 
INSULATING MATERIAL 


For the latest descriptive stock list giving species, sizes, 
prices, and other valuable information on items listed above, 


Write Today for the FREE— 
NEW PLYWOOD BUYING GUIDE, AETNA’S “TELEPLY TICKER” 


Aetna Plywood & Veneer Company 


tS ee eR 


— 


tre 
aie 


RAINY LAKE LUMBER CO. Ltd. 





1732 Elston Ave. Phone ARmitage 6-7100 Chicago 22, Illinois 
Branch Warehouses: Grand Rapids 4, Mich., Richmond, Va.— 
Sales Offices: Detroit, Mich. Milwaukee, Wis., Indianapolis, 

Marion and West Lafayette, Ind. 


Sales Office: 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Prodects of J. A. Mathiew, Ltd. Rainy Leke, Ont. 
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AMPLE OPENING 
OR EASY ENTRANCE 


. 


SEALED 

NO DRAFT 
CONSTRUCTION 
WHEN CLOSED 


Now you can sell 


Safe 
Accessibility 
to 


Attic Space 


with the ' 
balanced action 


ALANCED ACTION 


HEAVY HARDWARE ENING AND CLOSING 


FIXTURES 


SAFE SECURE 
OCKED POSIT! 


ON ne 


STURDY CONSTRUCTION 
DOVETAILED JOINTS 


E Z WAY FOLDING STAIRWA 


THIS LOW COST FOLDING STAIRWAY makes attics 
an accessible part of a home for storage or a spare 
bedroom. Designed for easy opening and closing, 
the Ezway FoLpinc STAIRWAY permits the use of 
valuable floor space when the stairway is not in use. 
The value and convenience of property is increased 
many times in relation to the moderate cost of in- 
stallation. 

EASILY INSTALLED—comes in one compact unit ready 
to nail into ceiling opening. 


E Z WAY FOLDING STAIRWAYS for MORE USABLE SPACE 
in NEW HOMES e REMODELING e SUMMER HOUSES e GARAGES 


Heavy duty model available for industrial installations. 


MINNESOTA WOOD SPECIALTIES, INC. 


Box 216 St. Paul Park, Minnesota 





q Write for literature and dealer discounts. 





IN CUSTOMER ACCEPTANCE — 





IN USER'S SATISFACTION — 
IN TROUBLE-FREE SERVICE — 


the New 


CAPITOL “TAPER SEAL” . 


Trade Mark 


GARAGE DOORS 


It isn’t often that you'll see the finest quality product 
offered to you at the price of ordinary merchandise. Think 
what this means to you and your customers. You can 
provide them with the best . . . a product that will equal 
or excel any on the market . . . AT NO GREATER COST 
TO YOU! Look at: these selling points: 
Long Service Rapid Installation 
finest Materials Perfect Protection Balanced Action 

Ball bearing rollers . . . slip-joint tracks . . . 
weather-seal rabbet on all sections . . . “Feather-Touch” 
Operation . . . short radius for minimum clearance .. . 
excellent workmanship . . . in fact . . . a door that you 
will be proud of and which will please your customers. 

Sell the door that sells itself . . . give your cus- 
tomers a chance to see the “Taper Seal” door by CAPITOL 
and you will see immediately their pleased reaction. 


Modern Beauty 








Send for detailed information, literature, prices 
and discounts — and our dealer helps and news- 
paper advertising service plan that will mean 
more dollars in profit to you. 


©APITOL PRODUCTS 


Third at Adams Sts. Springfield, Il. 
Telephone 7838 


(NG Propucts MERCHANDISER 





Logged in 1936-1937 


HARDWOODS @ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


QUALITY LUMBER 





Air-dried Kiln-dried 


OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 


Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. BR. F. Taylor Mr. H. M. Tripp 
No. 24 Welwyn Road P. 0. Box No. 85 


Great Neck, L. L., Crystal Lake, Il. 
New York 


Member Western Pine Assn. 
























































Hundreds of progressive builders New Intercom Circuit for 





are already using... High Grade Noise Level Areas 
A new intercom circuit which 
S T A -T d T E makes it possible to answer paged CALLING 
STEEL BRIDGING messages from high noise level 
FOR WOOD JOISTS areas clearly and intelligibly, has ey . 
s —- been introduced by Executone, Inc. T ONES SPEAKING 


Sim Beet This new circuit combines the co- 


ordinated operation of a Trumpet- me WHAT IS IT? 
type paging reproducer and two- ' = 

way Staff station for use in either 
intercommunication or sound sys- 
BSE tems. This combination has unlim- 
SF Holds with a Grips of Steel ited industrial application, having 


You can count on profitable repeat orders been designed to solve high noise 
ecause 


STA-TITE JOIST BRIDGING ... level communication problems in 


. 6 ha eile cere machines shops, pressrooms, fac- 

- Cuts contractors labor costs in hal. 2 pie coos ~ : ° 

2. Half-hard stock permits bridging to flex tory areas, laundr 1€S, shipping and 
slightly, assuring firm, even floors for receiving platforms, etc. Con- 
ag ghee structed of heavy metal, these units 


3. Can be readily used in old homes as well A : 
as new; easily and quickly replaces old are built to withstand rough usage. 


pares 









STA-TITE 


<) STEEL BRIDGING ¢ _ 











4. yg for use with 2x8 and een eee Reproducer, ped 
2x10 joists spaced 16 inches on center. structed o eavy gauge spun alu- } 
10-inch size also used with 2x12 joists. A sign P Executone, Inc., Dept. AL&BPI 


5. Only one nail used at each end of each minum with durable grey wrinkle 415 Lexington Ave., New York Ii 
piece; saves 200 nails per average house. finish, is 10%” in diameter and in New York. 

6. Patent flanges bite into joists when nailed ™ ; ; 
so bridging tightens as joist shrinkage over all length, and is equipped 
occurs. with an adjustable mounting 


Write us today for complete details. Don’t bracket The compact die-cast Thermostatic Air Control 
miss out on this proved, fireproof, profitable ; - : e 
line of steel joist bridging. metal Staff station in matching This dealer point-of-sale displa 


SOME JOBBER TERRITORY STILL OPEN color, designed for simple mount- has a convenient shelf for actu 
ing on wall or partition, is 6” wide, exhibit of the complete unit of Ti 


Beloit Steel Industries, Inc. 6%” high and 3%” deep. Write Dole Thermostatic Air Control. B 


307 CITY HALL BLDG., ROCKFORD, ILL. 


SELL MORE 
WITH REVOLVING 
OISPLAYS 


Attract interest, focus attention, use show- ce 
manship to loosen customer dollars. Use hy dividual Room 
the sales power of effective display. r - 


Economical, revolving display ‘stands , i: mM perarure ( ontrol 
made to suit your display problem for | FULLY AUTOMATI | 
any type of product, including paint, 
hardware, doors, corer cabinets, etc. | 








neath it is an actual-sized illustra 

tion of the air control unit. Th jane 
multi-colored display is 28 inche 
high x 17 inches wide. Introductia 
of this new device permits home 
heated with forced warm air ft 
have individual room temperatur 










R FORCED WARM AIR HEATING SY 


ermaTe FUEL ene 
D 


Complete unit with motor ready to oper- —— , 4 MAKES wis 

: = « 
ate. Adjustable shelf arrangements. mei ao paproves ary forced a 
We will prepare a sketch if you will write Tei meueiet ] MATERIAL? LO 
us your specifications as to number and — —~ + DAL CONTRO 
diameter of tiers and distance between —s os 4 a aegniclt t 
tiers, and total weight of products you a | = 
intend to place on this display. Also l j a U 
specify AC or DC current. ' iy f ER 


Put one or more of our sales-promoting, 





action-compelling revolving displays at = 
work in your store. Priced complete with No 
motor, made to order from $15.00 up, f.0.b. oa 
Chicago. Write today MC 

De 


AMERICAN 
WOOD WORKING CO. 


1658 North LOWELL Avenue - CHICAGO 39-iLL 


f 
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We are glad to extend 


Holiday Greetings 


to all our Friends 
as we have since 1913 


The George N. Comfort Lbr. Co. 


917 National City Bank Bldg. 
Euclid Avenue at East 6th Street 


CLEVELAND 14, OHIO 


PRospect 3222 Long Distance 15 

















Unsuspected, undetected moisture 
costs YOU dollars every,day! 


Electronic MOISTURE REGISTER detects the exact moisture 
conient of wood within 3 seconds. No more costly guessing. 
No complicated calculations! Simply place the electrodes against 
the surface to be tested . . . read the dial. WRITE, TODAY, 
FOR FULL DETAILS AND A LIST OF PRESENT Electronic 
MOISTURE REGISTER USERS. The Moisture Register Co., 
Dep:. A, 133 N. Garfield Ave., Alhambra, California. 


The Standard in Moisture Testing for 
more than 15 years. 


DING Propucts MERCHANDISER 


PROVE THE MERITS 
Safety “Teste Or THESE PRODUCTS 
,\e@ 3 | «LADDER JACKSe 


Simple—easy to use—no 
unnecessary working or at- 
taching parts. Rail sus- 
pension only. Tested for 
positive safety. Made from 
Yinchby 14inchbarstock. 
13 pounds to the pair. Full 
18 inch platform area. One 
pair to complete scaffold. 


$6.00 pair 














eLADDER STEPSe 


The handiest ladder tool 
ever devised. No fasteners 
—quickly adjusted on rung 
of any standard extension 
ladder with one easy mo- 
tion. Provides a comfort- 
able platform, banishing 
leg fatigue. Tested for 
safety. Can also be used as 
a shelf for paint or tools. 


$2.89 each 











— FLOOR DISPLAYS AVAILABLE ‘= 


TOLEDO 7% PRODUCTS 


3800 LAGRANGE STREET TOLEDO 12, OHIO 


HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH © OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


* 
High Grade Northern Hardwoods 
© 
Custom Kiln Drying 


& 
Member: MPM A NHL A HB HMA 


OCOnTO, WISCONSIN 














control. At the same time it cuts 
heating costs materially. Dealer 
display is available on request. 
Write the Dole Valve Co., Dept. 
AL&BPM, 1933 Carroll Ave., Chi- 
cago 12. 


Class 200 National 
Cash Register 


The Class 200—a compact, mod- 
erately-priced cash register with 
capacity from one cent to $999.99 
and designed to provide a complete 
system in many types of retail out- 
lets—has been added to the Na- 








tional Cash Register Company’s 
line. Special features are (1) a 
column selector device through 
which sales information is distrib- 
uted and printed in appropriate 
columns on an eight-column audit 
tape, and (2) the additional service 
of a listing or adding unit. This 
adding unit helps the user list 
checks, make up cash deposits, 
prove customers’ accounts when re- 
ceiving paym nts, prove invoices 
when paying for goods by cash, or 
do any other work requiring listing 
or adding without affecting the 
locked-in register total of the day’s 
business. Write The National Cash 
Register Co., Dept. AL&BPM, Day- 
ton 9, Ohio. 


Fuller's New SCANDIA 
Butt Chisels 


Fuller Tool Company presents its 
brand new line of American-made 
Scandia Brand Butt Chisels. Pat- 
terned after expensive Swedish im- 
ports, they have forged Vanadium 
steel blades, perfect temper preci- 
sion ground; sharpened and honed 
edges—and are fitted with Fuller’s 
unbreakable amber handles, full 
size to fit the mechanic’s hand. 





Every chisel is branded and war- 
ranted. Fuller is promoting its new 
Scandia chisels in an assortment 
designated as No. 3010 which con- 
sists of 3 Scandia chisels (14”, 34” 
and 1”) mounted on a blue-and-gold 
display board, plus attractive blue- 
and-gold display boxes for each 
chisel. Write Fuller Tool Company, 
Inc., Dept. AL&BPM, 911 Faile, 
Bronx 59, N. Y. 


FULLER'S Scenic BRAND 
Sweoise Parreaw Burt Gus 


® 
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Fe cen WANADIUM STEEL 
i . 
‘hy Say — " 


. 





Reversible 


CYLINDER TUBULAR NIGHT LATCH No. 90 2S 


Forged Brass Latch and Back Plate 
PROMPT SHIPMENTS 


SKILLMAN 


x 
KY 


oS 










LR ° ORK OK 
OR aOR 








HARDWARE 
MFG. COMPANY 
TRENTON 4 NJ. 


LUMBERMEN 


BUILDING SUPPLY 
DEALERS 





SEND TODAY 


For Free Sample and details 






1545 EAST 18th STREET * CLEVELAND 14, OHIO | 
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EUGENE, OREGON 


Glued-up Dimension 
Molded,to Pattern 


Ca 


ANGELINA HARDWOOD 
SALES COMPANY 


P. O. Box 1020 LUFKIN. TEXAS 





P. O. BOX 908 


PHONE 5640 


Y | COOSOOOSOOOOOOOHOOSOOOOOOOOHHOOOOOOOOOOOOCOOOOO 
& 


Al Clements Dumber Co. 


MANUFACTURERS & WHOLESALERS e DOUGLAS FIR LUMBER 


Industrial and Housing Materials 


TWX NO. EG 49 














— 
— Best 


Christmas 
Wishes 
and 


Thanks for the business you have placed 


with us during the past year. 


J. A. BENTLEY 


Lumber Company 


Zimmerman, Louisiana 


Manufacturers 


Louisiana Long Leaf 


YELLOW PINE LUMBER 


Specialties: Timbers and Dimension 


. Johnson M. F. Michal, Jr. 


Sales Mgr. 

















Complete Beds Shipped KD... 


EASILY MOUNTED 
Vrite for Catalog & Prices 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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2. 


Two Hours 


ROLL- OF PF “The Active Truck Is the Money-Maker” 


LUMBER TRUCK BEDS ésine isi 


“How to Have Beautiful 
Woodwork" 


Copies of “How to Have Beauti- 
ful Woodwork” will be furnished 
retail lumber dealers on request. 
The 25-page brochure which is at- 
tractively illustrated, describes the 
merits of Arkansas Soft Pine inte- 
rior trim for paneling and wood- 
work. Principal distribution of the 





brochure will be to ultimate con- 
sumers in response to requests de- 
veloped by magazine advertising. 
Write the Arkansas Soft Pine Bu- 
reau, Dept. AL&BPM, Boyle Bldg., 
Little Rock, Ark. 


Rust-O-Primer 


To eliminate the necessity of 
having to remove all rust or to have 
the surface perfectly dry before 
painting, a combination chemical 
pretreatment and primer for metal 
is to be found in Rust-O-Primer. 
Write the Wilbur & Williams Com- 
pany, Dept. AL&BPM, Greenleaf 
and Leon Streets, Boston 15, Mass. 


The New Portable Wilson 


The portable Wilson, manufac- 
tured by the Franklin Machine 
Company, meets all of the require- 
ments of every builder. This rug- 
ged, light-weight machine performs 
the following operations: cross cut- 
ting, ripping, rabbeting, dadoing, 
shaping, compound mitering, 
ploughing, fluting—plus tenoning, 
jointing, grooving, routing, bevel 
cutting, angle cutting, radius cut- 
ting. The new Wilson is ideal for 








Prosperous New Year 





Wishing All of Our Friends a 


Most Joyous Christmas and 








® 
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The Alger-Sullivan Lumber Company 


CENTURY, FLORIDA 


LONGLEAF YELLOW PINE 
Through the Wholesaler 











SEASON’S GREETINGS 
PAGERS RSIS 


Woonard Warker Bowev, Ive 


Band-Sawn 


SOUTHERN HARDWOODS @ CYPRESS @ PINE 
and OAK FLOORING 


Shreveport 94, La. 








maintenance work in any industrial 
plant. It has a totally enclosed con- 
tinuous duty motor, built-in ther- 
mal overload protection, lifetime 
lubrication, Available in 1 & 1% 
H.P. Write Franklin Machine 
Company, Dept. AL&BPM, Provi- 
dence, R. I. 


The New General Flush Doors 


Here are some of General door’s 
outstanding features: 


1) The polish sanded 3-ply hard- 
wood faces are carefully matched 
and readily take a variety of beau- 
tiful finishes; mahogany, walnut, 
natural or paint are a few that can 
be applied in a jiffy—blending with 
any architectural or color scheme. 
2) Unusual interior construction: 
90 fibre “columns,” scientifically 
spaced, providing amazing strength 
between door’s hardwood faces. 3) 
Two lock blocks, not one... all com- 
ponents are securely cemented with 
the strongest adhesives obtainable. 
The doors are pre-cut to exact 
standard sizes but allow for trim- 
ming... are simple to install, easy 
to handle. Available in three grades. 
For exterior application, several 
sizes are manufactured. Write for 
descriptive folder and architectural 
specifications — General Plywood 
Corporation, Dept. AL&BPM, 334 
E. Broadway, Louisville 2, Ky. 
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below production. 
mills amount to 29 per cent of stocks. 


MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 


Lumber shipments of 409 mills reporting to the 
National Lumber Trade Barometer were 9.4 percent 
below production for the week ending Nov. 27. In the 
same week new orders of these mills were 14.4 percent 


Unfilled order files of the reporting 
For reporting 


softwood mills, unfilled orders are equivalent to 19 
days’ production at the current rate and gross stocks 
are equivalent to 66 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 1.4 percent below production. Orders 
were 3.8 percent below production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 34.7 per- 


cent 


above; 


shipments were 28.2 per cent above; or- 
ders were 11 percent above. 


Compared to the corre- 


sponding week in 1947, production of reporting mills 
was 12.7 percent below; shipments were 34.3 percent 
below and new orders were 29.4 percent below. 


Western Pine 


The 106 mills reporting to the Western Pine Asso- 
ciation for the week ending Nov. 27 cut 54,668,000 
The same week a year ago the cut was 53,713- 


feet. 


000 


feet. 


Shipments were 46,877,000 feet compared 
with 61,752,000 feet last year. 


Unfilled orders at the 


end of the week stood at 150,700,000 feet as compared 


with 151,436,000 feet a year ago. 


Gross stocks at the 


end of the week stood at 921,812,000 feet compared 
with 748,729,000 for the corresponding period in 1947. 


Southern Pine 


Production of Southern Pine by the 105 mills re- 
ing to the Southern Pine Association for the 


port 
week 
This 
Shi; 


6.3¢ 
671 
ave 


Nor 
P 


por 
cia! 


feet 


Shi 


feet 
fille 


Stox 


Bui 


ending Nov. 27 amounted to 13,861,000 feet. 


was 19.73 percent below the three-year average. 
ments for the week totaled 12,979,000 feet or 


percent below production. 
000 feet or 32.42 percent below the three-year 


ge, 


hern Pine 


Orders totaled 11,- 


luction of Northern Pine by the five mills re- 
g to the Northern Pine Manufacturers Asso- 
i for the week ending Nov. 27 totaled 90,000 
The same week a year ago the cut was zero. 
ents during the current week totaled 890,000 


ompared with 1,055,000 feet a year ago. 


Un- 


rders on hand stood at 2,480,000 feet and gross 


amounted to 36,765,000 feet. 


NG Propucts MERCHANDISER 








Gaeehings 8° a 
4 - Oh 


srom 


PINE 
PLUME 


Thanks to each and every customer for the busi- 
ness placed with us this past twelve months. We 
pledge continuance of our best efforts to serve 


all buyers as efficiently as possible throughout 
1949. 


Pine Plume Lumber Co. 


Bell Building, Montgomery |, Ala. 


Air Dried and Kiln Dried Southern 
Pine and Poplar and other Hardwoods. 


Established 1899 














Air View of Our Plant 


Ash Your Wholesaler 
for OUR Lumber 


1" Kiln Dried Yellow Pine 
FLOORING, BOARDS, SIDING, ETC. 


W. M. McGOWIN LBR. CO. 


PINE APPLE, ALABAMA 



















LUMBER MARKET 








NEW BAYLAUN 
PHILIPPINE MAHOGANY PLYWOOD 


Here is one of the finest products we 
can offer—beautiful economical BAY- 
LAUN panels . . . from hand-picked 
Philippine Mahogany logs . . . easy to 
work ... takes any kind of finish... 
no bleeding .. . no grain rise... yet 
priced comparable to common woods. 
Available in stock sizes including 4’ x 8’ 
panels. A superior general-purpose ply- 
wood—'¥4,” to 34” thickness. 


BUILDING PRODUCTS HEADQUARTERS 


PLYWOODS... all kinds and sizes 

KITCHEN CABINETS . . . Westbilt made 
for tailored kitchens 

DOUGLAS FIR DOORS... for new building 

BIRCH FLUSH DOORS...for modern 






styling 

GARAGE DOORS... . overhead doors, one 
or two-car 

PANELING .. . Armstrong’s Monowall 


and Stanwall hardwood 
INSULATION . . . Armstrong Fiberglas 
MONSANTO CHEMICALS... Rez, 


Plasterez, Lauxtol A and others 
nn | QUALITY «7 SERVICE 
a FIDDES-MOORE 
& COMPANY 


ee on 205 W. WACKER DRIVE, CHICAGO 6, ILL. 
Telephone CEntral 6-5875 TWX-CG 797 
Prompt Ship t from H d, Ind. 








DEPENDABLE QUALITY 






BRANO 
\ HARDWOOD , 
\ FLOORING Z 





HARDWOOD 
FLOORING 


Oak-Beech-Pecan-Ash 


In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


For prompt attention on your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 





Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones ~ Jockson 1885 


















In the Market Centers 


SEATTLE—Overproduction and a lethargic mar- 
ket are curtailing output. Meantime log input con- 
tinues high and inventories are large. Since the break 
in prices six weeks ago the timber industry has faced 
the fact that production has exceeded demand. Prices, 
relatively unchanged, are about $12 below early fall 
figures. Demand is weak in all items, even high-grade 
uppers. Buyers are apparently holding off until con- 
vinced prices will go no lower; orders reflect hand-to- 
mouth buying. Shingle market is weak: 5x can be 
purchased from the mills at $8, $4 and $2; perfections 
sell for $9.75, $4.25—$4.50 and $2.25. Both lumber 
and shingle manufacturers anticipate a good spring 
business, starting about the last of January. By that 
time yards will need merchandise and prices will be 
relatively low. An enormous potential demand for 
lumber still exists. 






















TACOMA—Settlement of the maritime strike is be- 
ing received by lumbermen with mingled reaction. 
Some are stepping up production; others are reducing 
their output. St. Paul & Tacoma Lumber Co. was one 
of the larger mills in this area to increase production 
by returning a night shift to work. Long-Bell, on the 
other hand, placed its two big mills at Longview on a 
four-day week schedule until further notice. The 
plants have been working on a five-day week basis for 
the last 10 years, a six-day week during the war. Com- 
pany spokesmen said they could keep abreast of orders | 
on the reduced schedule. 











KANSAS CITY—Conflicting trends were apparent 
in the southwestern market the past fortnight. Prices | 
were steady to easier, shipments slowed down and | 
buying was reduced. Heavy rains cut production and 
shipments and accounted for partial strength in prices | 
of kiln-dried stocks. Many small mills were begging 
for a fair price to move distressed lumber. Larger 
mills report they have been unable to get into the in- 
terior for nearly two weeks because of muddy roads. 
The log supply is not large and this fact has kept 
many mills from lowering prices as retailers back 
away from offerings. The general price list is fairly 
steady. For example, 1x8 No. 2 kiln-dried boards still 
command about $76 to $78 per M; 1x6 about $70 to $72. 
Air-dried stock runs about $2 per M lower but dealers 
are not interested in air dried stock at this time even 
at the reduced price. In the case of dimension 2x4 
kiln-dried still is around $70 to $72 per M and 2x6’s 
are bringing from $72 to $75 per M. Flooring and | 
finish prices range from $160 to $170. 












BALTIMORE—Supply of long leaf yellow pine, pre- 
viously very short, is a little better. Other types of 
southern pine at local lumber yards are coming in at 
about the same pace with the prices holding steady 
for the last several weeks. White pine is holding at 
its peak. There has been a very good demand for 
select and better. Hardwood production is catching 
up with demand, but the more desirable lumber is still 
scarce. Some yard operators look for a drop it 
cheaper grades. That goes for cypress, too. 
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BILL DING'S BUSINESS 
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© LOCAL TRADEMARKS, fee 


IS BUILDING BUSINESS! 






He can do a selling job for you, 
while building friendship and 
goodwill. 


The two column _ illustrations 
stand out on the page. There's 
no type to set, as the copy is 
hand-lettered right in the mat. 


The cost is nominal — to one 
dealer in each town. 
full information. 


Write for 
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Advertised 












Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED 1.5 
pectacular Pent+up 
90% Red Heart Demand for SUPERCEDAR 
or Better is most gratifying Mr 


Dealer, reserve space for 
100% Oil Content 1°), your shed—we are 
going to make it availa- 
ble to you as rapidly as 
conditions will permit. 





Product of 


GEO. C. BROWN & CO. 


















LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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Index of Feature Articles 


for 1948 


As Published in 
American Lumberman & Building Products Merchandiser 


Master Merchants of the 
Light Construction Industry 

Planned Performance, Daniel F. Shields— 
Jan. 3, p. 24. 

Building a $20,000 Investment Into $2,- 
000,000 Sales Volume, Roy Metzger—Jan. 17, 
p. 42. 

Charts Business Success By Advance Plan- 
ning, Russel W. Nowels—Jan. 31, p. 40. 

Aggressive Merchandising Following the 
Naster Mechant Leiber Way, Otto Leiber, Jr. 
—Feb. 14, p. 80. 

Building an Organization Based On Charac- 
ter and Complete Service, William R. Davis, 
Jack C. Davis, Feb. 28, p. 31. 

Former NRLDA President Cuts The Cloth To 
Fit the Pattern, Alton J. Hager—Mar. 13, p. 
74, 

Display Heads Merchandising Policy of 
Master Merchant Hoke, Roy T. Hoke—Mar. 27, 
p. 37. 

Louisiana Lady Is A Master Merchant, Miss 
Beth Campbell—Apr. 24, p. 25. 

Building a $3,000 Home—Hewitt P. Tomlin, 
Tom T. Pollard—May 8, p. 66. 

Building A Quality Prefabricated House Put 
This Dealer On The Map, Paul M. Leird—June 
4, p. 68. 

Consumer-Contractor-Dealer Are Served By 
Oklahoma City Organization, Barney Stewart, 
Jr.—June 19, p. 54. 

Consumer Service Spells Success For Missis- 
sippi Master Merchant, Russell E. Hobgood— 
July 31, p. 26. 

Customer Service, Trained Personnel, Good 
Public Relations Is Platform of Successful 
Oregon State Retailer, A. Jack Huddleston— 
Aug. 14, p. 74. 

Sales and Service Go Hand In Hand. Harvy 
L. Richards—Sept. 25, p. 32. 

Selling 5,800 Items, The Mauldins—Oct. 23, 
p. 38. 

Garage Office To Modern Store, Norbert 
Bundschuh—Nov. 20, p. 36. 


Low Cost Housing 

Efficiency Methods Speed Mass House Pro- 
duction, Feb. 14, p. 88. 

Scale Model I-E Homes Demonstrate Cost 
Saving Devices of Modular Construction Sys- 
tem—Feb. 28, p. 36. 

Building a $3,000 Home—May 8, p. 66. 

Virginia Dealer Is Building 14 I-E Homes— 
May 8, p. 76. 

I-E House Highlights Chicago Home Show— 
May 22, p. 26. 

Building A Quality Prefab House Put This 
Dealer On The Map—June 4, p. 68. 

Building For Tomorrow—Today—June 19, p. 
50. 

l-E Homes Program Is Making Well De- 
served Progress—July 17, p. 48. 

First Steel House Shown To Chicago Public 
(Lustron House)—Aug. 28, p. 30. 

Helping the Owner-Builder—Sept. 25, p. 39. 

University Report Proves Efficiencies of I-E 
Home—Sept. 25, p. 40. 

Meet Joe Entress—Nov. 6, p. 66. 

Selling Light Fabricated Structures—Nov. 

20, p. 33. 


Industry-Engineered House 

Scale Model I-E Homes Demonstrate Cost 
Saving Devices of Modular Construction Sys- 
tem—Feb. 28, p. 36. 
Industry-Engineered House Highlights Chi- 
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cago Home Show—May 22, p. 26. 

Virginia Dealer Is Building Fourteen I-E 
Homes—May 8, p. 76. 

Building For Tomorrow—Today—June 19, p. 
50. 

1-E House Is Team Play Program—July 3, 
p. 46. 

I-E Homes Program Is Making Well De- 
served Progress, July 17, p. 48. 

University Report Proves Efficiencies of I-E 
House—Sept. 25, p. 40. 


Supervision Series 


How To Estimate and Supervise Construc- 
tion—Jan. 3, p. 28. 

Get Ready For Package Pricing By Hold- 
ing Dealer-Contractor Meetings—Jan. 17, p. 
46. 

Select Home Location Carefully—Jan. 30, 
p. 50. 

Applying Concrete, Tile and Plaster—Feb. 
14, p. 90. 

How To Build Sound Exterior and Interior 
Walls—April 24, p. 28. 

Making Repairs and Improvements With 
Masonry—May 13, p. 70. 

Carpentry — Good Construction Practices — 
May 27, p. 35. 

Good Roof Construction Insures Customer 
Satisfaction—May 27, p. 35. 

Fifteen Points Of Good Construction—June 
5, p. 92. 

Insure Quality Installation of Frames, Sash, 
Louvres—June 19, p. 68. 

Instructions For Dry Wall Treatment—July 
17, p. 64. 

Supervision Tips For Painting And Decorat- 
ing—July 31, p. 38. 


Advertising and Display 


Displaying Glass Products—Feb. 14, p. 70. 

Sell By Showing—Feb. 28, p. 39. 

Paint and Wallpaper—Selling Them As 
Companion Items—Mar. 13, p. 65. 

Blackboard Advertising—Mar. 13, p. 69. 

Display Heads Merchandising Plans of Mas- 
ter Merchant Hoke—Mar. 27, p. 37. 

How To Use Color Effectively—May 8, p. 
77. 

NRLDA Sponsors Dealer Advertising Awards 
—July 17, p. 50. 

Put Your Outdoor Display Area To Work— 
Aug. 14, p. 78. 

Bill Ding—The Retailer's Friendly Helper— 
Aug. 14, p. 81. 

Building Materials In Action—Oct. 23, p. 
37. _ 

Advertising That Sells—Oct. 23, p. 42. 

Let Santa Help You—Nov. 6, p. 58. 

These Ads Are Read—Nov. 6, p. 70. 

Building Materials Are Their Own Best 
Salesmen—Nov. 20, p. 34. 

Tulsa Dealer’s Reap Benefits From Coopera- 
tive Advertising—Nov. 20, p. 40. 


Materials Handling and 
Equipment 

Cut Handling Costs With New Equipment 
—Jan. 31, p. 44. 

Mechanical Equipment Speeds Up Deliveries 
—Feb. 14, p. 79. 

Steel Strapping—One Way To Cut Handling 
Costs—June 5, p. 80. 
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Frank Paxton Lumber Co. 


Chicago-Kansas City-Denver - Ft. Worth-Des Moines 


FOREIGN and DOMESTIC 
HARDWOOD — PLYWOOD 


PONDEROSA 
SUGAR and WHITE PINE 








Season’s Greetings 


Mobile River Saw Mill Co. 
Inc 


MOUNT VERNON, ALA. 


“MT. VERNON" BRAND 
OAK — BEECH — PECAN 
FLOORING 


A.D. and K.D. HARDWOODS 
PLANING MILL FACILITIES 

















[ 1. BALANCER ACTION — for free- 


sliding sash without spirals, pulleys, 
weights or cords. 


2. WEATHER-STRIPPING BENEFITS 


— insure snug-fitting sash; no dust, 
\ draft or rattle. 





U.S. Pat. No. 2,187,412 


There’s real economy in handling and installing Air-tite 
Window Stays. One operation takes command of any double- 
hung window for balancer action and weather-stripping 
benefits — saving over 50% in time and materials. These are 
real benefits to pass on to the house-buying public. 


Air-tite Window Stays, set in both upper and lower sash, 
cpply evenly-distributed pressure toward the parting bead. 
The plunger of each Stay expands or contracts against 18 

of spring action, affording free-sliding, snug-fitting 
windows under all conditions. 


Architects, builders, dealers 
ind jobbers are invited to 
vrite for full installation 
specifications and prices. 
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Buicpine Propucts MERCHANDISER 


SOUTHERN AND WESTERN LUMBER 
FOR EVERY PURPOSE 





WE INVITE RETAILERS 


to get acquainted with the efficient service Mauk 
is prepared to render retailers. Long standing, 
reliable mill connections. Shipments from mills 
best equipped to supply the particular items you 
need—yard and shed stock, plywood, doors, sid- 
ing, shingles, timbers, plank. 


Consult us on your next needs. 


MAUK SEATTLE LUMBER CO. 


Seattle 1, Wash. 








SOUTHERN HARDWOODS, YELLOW PINE, 
OAK FLOORING, DOUGLAS FIR, HEMLOCK, 
CEDAR, SPRUCE AND PONDEROSA PINE. 





The C. A. MAUK LUMBER CO. 


Toledo, Ohio 





Employe Education 


Colleges Offering 30-day Courses—May 8, 
p. 74. 

Latest Teaching Techniques For Training 
Courses—June 5, p. 74. 

Portrait For Progress—Mar. 27, p. 33. 

Build For Tomorrow—Today—June 19, p. 
50. 

Education Is Our Mutual Responsibility— 
Sept. 25, p. 31. 

Educational Roundup — A Poll Of Schools 
With 4-Year Courses—Sept. 25, p. 36; Oct. 9, 
p. 96; Oct. 23, p. 50; Nov. 6, p. 76; Nov. 
20, p. 46. 

Industry Training Center—Dec. 4, p. 56. 


Store Modernization 


Store Modernization Increases Per Cus- 
tomer Sales, Draws New Trade—Feb. 28, p. 
40. 

Modernistic Styling Of Store and Office Lend 
Nev. Look To Virginia Dealer’s Layout—May 
22, p. 32. 

Style Your Store to Sell—The Silent Sales- 
man—July 3, p. 28. 

Tower Of Sales Strength—July 3, p. 30. 

Motorists Stop Here—July 3, p. 32. 

Design For Merchandising—July 3, p. 34. 

Salute To Progress—July 17, p. 52. 

A New Store Is No Ticket To The Gravy 
Train—Oct. 9, p. 78. 

Building Material Center—Oct. 9, p. 82. 

Selling 5,800 Items—Oct. 23, p. 38. 

Keep Them Flexible—Oct. 23, p. 44. 

Streamlined For Sales—Nov. 6, p. 62. 

Building Matericls Are Their Own Best 
Salesmen—Nov. 20, p. 34. 

Garage Office To Modern Store—Nov. 20, 
p. 36. 

AL & BPM Blueprints Store for Consumer 
Merchandising—Dec. 4, p. 46. 

Tap Your Market—Dec. 4, p. 50. 


Estimating Series 

How To Estimate and Supervise Construc- 
tion—Jan. 3, p. 28. 

Get Ready for Package Pricing by Holding 
Dealer-Contractor Meeting—Jan. 17, p. 46. 

Site Clearance and Excavation—Jan. 31, p. 
52. 

Develop In-Place Unit Prices for Concrete, 
Brick, Tile, Plaster—Feb. 24, p. 96. 

How To Estimate A Foundation In Five 
Minutes—Mar. 13, p. 82. 

Estimating Sills, Joists, Subfloors with Unit 
Prices—Mar. 27, p. 40. 

How To Develop Unit Prices For Wall Fram- 
ing—Apr. 24, p. 31. 

Here Is A System That Simplifies Roof Cost 
Estimating—May 22, p. 48. 

Unit Price Estimating for Cornice, Porch 
and Exterior Millwork—June 5, p. 86. 

Package Prices for Frames, Doors, Sash and 
Louvres—June 29, p. 60. 

Package Price Estimating For Dry Walls 
and Ceilings—July 17, p. 59. 

Unit Price Estimating for Painting, Decorat- 
ing and Wallpaper—July 31, p. 35. 


Dealer Operations 

Selling Complete Store Fronts—Jan. 3, p. 
32. 

Fostering Good Public Relations—Jan. 3, 
p. 35. 

Integration—for Better Merchandising, for 
Efficient Plant Organization—Jan. 17, p. 38. 

Small Town Yard Builds Big Sales by Offer- 
ing Packages—Jan. 17, p. 54. 

Service Builds Consumer Sales—Jan. 31, p. 
33. 

For More Barn Sales Offer Structure—Equpi- 
ment—Labor—Feb. 14, p. 72. 

Mechanical Equipment Speeds Up Deliveries 
—Feb. 14, p. 79. 

Efficiency Methods Speed Mass House Pro- 
duction—Feb. 14, p. 88. 


Sell By Showing—Feb. 28, p. 39. 
Store Modernization Increases Per Customer 

Sales, Draws New Trade—Feb. 28, p. 40. 
Paint and Wallpaper, Selling Them As 

Companion Items—Mar. 13, p. 65. 

Serving The Nation’s Capital for 25 Years— 

Mar. 27, p. 31. 

When A Woman Selects A Home—May 8, 

Sp. Fa 
Virginia Dealer Is Building 14 I-E Homes— 

May 8, p. 76. 

Building Good Will—May 22, p. 29. 
Modernistic Styling of Store and Office Lend 

New Look To Virginia Dealer’s Layout—May 

22, p. 32. 

Charge Accounts Stimulate Industry Turn- 

over—June 5, p. 60. 

Island Company Grows Steadily—June 5, p. 

76. 

Outstanding Kansas Dealer Builds Volume 
by Utilizing Manufacturers Sales Aids—June 
p. 84. 
Style Your Store To Sell—July 3, p. 28. 
Tower Of Sales Strength—July 3, p. 30. 
Motorists Stop Here—July 3, p. 32. 
Design For Merchandising—July 3, p. 34. 
Salute To Progress—July 17, p. 52. 
Pointing Toward the Future—July 31, p. 30. 
Texas Lumber Jill—Aug. 14, p. 82. 
American Lumberman (only 75 years old), 
Salutes 102-Year-Old Lackmund Lumber 

Company—Aug. 28, p. 24. 

What's New In Canada—Aug| 28, p. 36. 
Barns For Sale—Sept. 25, p. 38. 
Helping the Owner-Builder—Sept. 

29. 

Everything For The Builder—Oct. 9, p. 72. 
Building Material Center—Oct. 9, p. 82. 
Three Point Merchandising Program—Oct. 

9. p. 84, 

A New Store Is No Ticket To the Gravy 

Train—Oct. 9, p. 78. 

Keep Them Flexible—Oct. 23, p. 44. 


25, p. 














tHe SL/DE-A-FOLD 





DISAPPEARING ATTIC STAIRWAY 
LOW IN PRICE-- 
HIGH IN SALES: 
Bo scen mronmarion 


CR Al G Wood Products CO, 


a You 


. A Merry Christmas 
A Happy New Year 


ARTHUR V. CHARSHEE & SON 


Wholesale Distributors 
Lumber and Timber Products 








1029 TALBOTTON 
COLUMBUS, GEORGIA 


818 Gorsuch Ave., Baltimore 18, Md. 


POLES and 
LACY H. poe saliniaciates INC. PILING 


J. S. HUNT LUMBER CO., INC. . 


or egnconmnnigny Goodwin Johnson Ltd. 
Metropolitan Building 




















from the LONE STAR STATE 


Manufacturers, Wholesalers, Exporters 


YELLOW PINE and HARDWOODS 


— ee Vancouver, British Columbia 
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PROFITS 





FOR QUICK 














K.D. ROWBOAT KITS 


Lumber and Material Dealers can cash in with fast selling 
Dillabaugh K.D. Kits. Made of waterproof, resin-bonded ply- 
wood. hipped direct with complete pre-cut materials, all fit- 
tings and easy-to-follow plans. Three popular models. Free 
display material. Write for details and dealership arrangements. 


C. R. DILLABAUGH BOAT CO. 
7928 N. E. MALLORY STREET PORTLAND 13, OREGON 











A Water Repellent 


ALUMINUM 
FINISH 


IDEAL FOR EXTERIOR 
OR INTERIOR USE 


FOR WOOD, MASONRY, CANVAS, METAL 


Protection Products Mfq. Co. 











Research Laboratory and Plant KALAMAZOO, MICH. 


GREETINGS 


from 
Putnam Lumber & Export Co. 


P. O. Box 928 


Jacksonville, Florida 


Our sincere thanks for the business entrusted 
to us this past year. May we continue to 
serve you on your 1949 requirements. 


wy 


Longleaf & Shortleaf Yellow Pine 


Boards * Timbers 


Dimension . 
Southern Hardwoods 


Cypress 














BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MERS. FLANGED & DISHED HEADS 





We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
Ss 








EATTLE, WASH. 
















FLOOR CONDITIONING 
7 EQUIPMENT 
a POUSTER iN 


BuiLpinc Propucts MERCHANDISER 


Wishing You 


A Merry Christmas 


and 


a Happy and Prosperous 
New Year 


® 
Gurdon Lumber Co. 


Gurdon, Arkansas 
"SERVING YOU SINCE '22" 


Specialists in 


Oak Flooring and 
I‘‘ KD Yellow Pine 
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Meet Joe Entress—Nov. 6, p. 66. 

Streamlined For Sales—Nov. 6, p. 62. 

Selling Light Fabricated Structures—Nov. 20, 
p. 33. 

Building Materials Are Their Own Best 
Salesmen—Nov. 20, p. 34. 

Tulsa Dealers Reap Benefits from Co-op- 
erative Advertising—Nov. 20, p. 40. 


Selling 


Why Some Salesmen Fail—Jan. 3, p. 44. 

Small Town Yard Builds Big Sales By Offer- 
ing Packages—Jan. 17, p. 54. 

Keeping A Price Book—Jan. 17, p. 58. 

Step Up Volume With Installment Selling— 
Feb. 14, p. 75. 

Personalized Selling Tool—Feb. 28, p. 35. 

Sell By Showing—Feb. 28, p. 39. 

Merchandising and Selling in a Buyer's 
Market—Mar. 27, p. 39. 

Collect Promptly—Increase Sales—May 8, p. 
70. 

How To Inspire Salesmen By Maintaining 
Their Enthusiasm—May 22, p. 34. 

Are You Really Selling?—June 5, p. 62. 

How To Inspire Your Salesmen—June 5, p. 
66. 
Style Your Store To Sell—The Silent Sales- 
man—July 3, p. 28. 

Tower of Sales Strength—July 3, p. 30. 

Motorists Stop Here—July 3, p. 32. 

Design For Merchandising—July 3, p. 34. 

Put Your Outdoor Display Area To Work 
—Aug. 14, p. 78. 

A New Store Is No Ticket To the Gravy 
Train—Oct. 9, p. 78. 

Salability Report—Oct. 9, p. 88. 

Advertising That Sells—Oct. 23, p. 42. 

Streamlined For Sales—Nov. 6, p. 62. © 

Let Santa Help You—Nov. 6, p. 58. 

Building Materials Are Their Own Best 





Salesmen—Nov. 20, p. 34. 
Service Sells Appliances—Dec. 4, p. 49. 
Stop, Look, Listen—Salesmen At Work— 
Dec. 4, p. 52. 


Farm Articles 


Spray Painting For Galvanized Roofing— 
Jan. 3, p. 40. 

Survey Shows Farmers Need Correct Advice 
on Dairy Barn Insulation—Jan. 17, p. 36. 

New Type Anchors For Farm Building 
Profits—Jan. 17, p. 52. 

For More Barn Sales Offer Structure, Equip- 
ment, Labor—Feb. 14, p. 72. 

Modern Insulated Barn Requires Proper 
Ventilation—May 22, p. 38. 

One-Story Barn—June 19, p. 45. 

Barns For Sale—Sept. 25, p. 38. 

Stop, Look, Listen—Salesmen At Work (Sale 
to Farmer)—Dec. 4, p. 52. 


Index of Feature Articles 
for 1948 


Editorials: 

How to Prevent Another Severe Depression 
—i. Our Economy Today—Jan. 3, p. 23.; II. 
Diagnosis—Jan. 17, p. 35; Ill. R/x Prescription 
—Jan. 31, p. 31; IV. Getting the Patient (all 
of us) to take the Medicine—Feb. 14, p. 67. 

Inflation Requires «a New Approach to 
Pricing—Feb. 28, p. 29. 

Let’s Be Wisely Selfish—Mar. 13, p. 63. 

Let’s Support the CED Tax Plan—Mar. 27, 
p. 29. 

Profit Assurance—Apr. 10, p. 6. 

The 1948 Convention Season in Retrospect— 
Apr. 24, p. 21. 

Liquidation A‘la Mode—May 8, p. 63. 

A Public Relations Natural!—May 22, p.’25. 


House Cleaning Time—June 5, p. 59. 

Words Can Grow Horns—June 19, p. 43. 

What Price Freedom?—July 3, p. 27. 

The Body Economic in a “Free” Society— 
July 3, p. 37. 

Insurance for Survival—July 17, p. 43. 

Butter, Guns and Housing—July 31, p. 21. 

Let's Stop Kidding Ourselves—Aug. 14, p. 
72. 
How Much Do Our Retail Salesmen Really 
Know About The Products They Sell-—Aug. 
28, p. 21. 

Back to School! Better Education is our 
Mutual Responsibility—Sept. 25, p. 31. 

Good Public Relations—A Key Objective in 
Retailing—Oct. 9, p. 71. 

Social Consciousness Vs. Socialism—Oct. 23, 
p. 35. 

Product Knowledge at the Management 
Level—Nov. 6, p. 57. 

Thanksgiving 1948—Nov. 20, p. 31. 

Let’s Stop Hibernating!—Dec. 4, p. 45. 


Market Charts 


What's Happened Since V-E Day?—June 19, 
yp. 7. 

Farmers In The War and Since—June 19, 
p. 49. 

Commodity Prices Since 1941—June 19, p. 
49. 

Output of 5 Building Materials—June 19, 
. 49. 
. Wood Products’ Firms Twice 1937 Total— 
July 3, p. 44. 

Number Of Construction Contractors—July 
3, p. 44. 

Number Of Families By Size Of Income— 
July 3, p. 44. 

Retail Lumber Stocks—A Comparison--July 
17, p. 47. 

Analyzing Business Trends—July 31, p. 29. 











Purveyors to 


Knudson & Mercer Lumber Co. 


Accredited Retail Lumber Dealers 
for 53 years 


LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, Ill. 


of 




















George F. Becker 


MILLWORK 
DISTRIBUTORS 
COMPANY 


General Offices & 
Warehouse: 


2 N. Kresson Street 


BALTIMORE 24, 
MARYLAND 


Edwin A. Brengle 
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IMMEDIATE 
SHIPMENT 


Midico Window Units. 
White Pine Complete. 
Prices start $10.55 up. 


Combo. 
Wire, 8 lights glazed 
@ $14.75 up. 

6 Rsd. Panel Doors & 
2 Panel Doors, Fir. 


Send For Lists 








Old Growth DOUGLAS FIR 


Oregon-American Lumber Corp. 
VERNONIA, OREGON 















Doors Bronze 















| RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 
Idaho White Pine 


Ponderosa Pine 

Douglas Fir ~ 

White Fir 
Cedar 
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ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC, 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


mo OE CES? |S 
¢ 
PINE “s" 


California Ponderosa Pine 
Mouldings and Cut Stock ‘ 


Sugar Pine Specialists for 45 Years 









ee ee 





PAUL B. BERRY 


Wholesale—Commission 
Lumber and Forest Products 


Grand Rapids 6, Michigan 
Serving appreciative mills and consumers 
since War I, now assisted since War II by 

Paul B. Berry I 


Send me your stock and price lists 


Write or wire me of your needs 











LET US REWORK YOUR OLD SAWS 


Since 1900 we have manufactured and repaired circular 
saws for the sawmills. 


We have customers from almost every state because we 
know how. 


| Distance is no barrier. 


We can repair your spiked saws by welding or by cutting 
down to a little smaller size. 


We can make edgers, trimmers, etc., from your worn out 
and cracked saws. 


Most any other kind of repair work as well. 
Best equipped saw factory in the South. 


J. H. MINER SAW MFG. CO. 
MERIDIAN, MISS. 


INCORPORATED IN 1912 THE ORIGINAL MINER SERVICE 


























LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll S#. ST. LOUIS 4, MO. 
CEntral 5250 




















Buroinc Propucts MERCHANDISER 





Producers Wholesalers 
California 


REDWOOD 


Dry common grades immediately available 
Ample stocks V-Rustic 
Only band-sawn lumber 
Graded strictly to Redwood Association rules 


* 


TIME 
PACIFIC COMPANY 


Ohio at Sixteenth — Richmond, California 


Teletype: RICHCAL 64 Cable Address: TIPACO 


* 


Price List Available On Request 
Mixed Car Shipments — 3 to 6 Weeks 


Combinations of Grades, Sizes, Patterns 
Billed On Each Grade 


FROM REDWOOD MILLS IN THE CALIFORNIA 
REDWOOD EMPIRE 











Ymombor | 


Every cellar, garage, cistern, If your contractor, homeowner 
pool, milkhouse, stable, pen or others have a problem with 
and dairy barnneeds THORO- water or dampness, The 
SEALING, to keep water out THORO System will correct 
of the walls. and solve the problem. 


WATERPLUG .. to stop the leaks 
- THOROSEAL. to fill & seal the surface 
QUICKSEAL . for a beautiful finish 


WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 


THE THORO SYSTEM Products make friends, 


new customers and a substantial profit for the dealer 


QDUCTS 
STANDARD DRY WAY nc 


Box X, New Eagle, Penna. 











Telephone Monongahela 67 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 

STICKS AND STAYS PUT 

iT 
ee, 












Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this : . 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 









DURHAM 
COMPANY 
Des Moines 4 
lowa 












in POWDER Form 








Slaving Over 
Your Drawing Board 





Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way" Re-draft- 
ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 






























98 


Wholesale Price Comparison—Aug. 14, p. 
89. 
Record Construction In Most Markets Not 
Felt In The Apartment Field—Aug. 28, p. 34. 
Gross Building for 1948—Farm Unit Prices 
—New Family Units—Nov. 6, p. 74. 
Ss ry Of Lumber Statistics—Production, 
Shipments, Orders—Nov. 6, p. 86. 





Dealers Finances 


We Have No Accounts Receivable Ledger— 
Jan. 17, p. 40. 

Keeping A Price Book—Jan. 17, p. 58. 

A Collection Contest That Works—Jan. 17, 
p. 45. 

Step Up Volume With Installment Selling— 
Feb. 14, p. 75. 

Personalized Selling Tool—Feb. 28, p. 35. 

Formula For Pricing Net Profit—Feb. 28, p. 
38. 

Tens Ways To Cut Tax Expense--Mar. 13, 
p. 68. 

Some Hints On How To Handle Credit and 
Collection Problems—Apr. 24, p. 29. 


Collect Promptly, Increase Sales—Apr. 24, 


p. 34. 

Charge Accounts Stimulate Industry Turn- 
over—May 8, p. 70. 

Effective Marketing in 1948—June 5, p. 60. 

Some Answers To Price Fixing Questions— 
June 19, p. 59. 

Cost Accounting, Markups, Management— 
Three Factors To Study In Streamlining Your 
Cost Of Doing Business—July 17, p. 54. 

You Can’t Keep Score Without A Score 
Card—July 31, p. 32. 

Wholesale Price Comparison—Aug. 14, p. 
89. 

FHA Amendments and How They Affect 
The Dealer—Aug. 28, p. 38. 

Dealers Set All-Time Dollar Record Volume 
—Oct. 9, p. 81. 

Spotlighting Economic Factors That Affect 
Your Business—Oct. 9, p. 41. 


Public Relations 


Fostering Good Public Relations—Jan. 3, p. 
35. 

Helping The Owner-Builder—Jan. 17, p. 60. 

Sweat Equity—Painesville Plan Yields High- 
Quality, Low Cost Homes—Feb. 14, p. 76. 

Personalized Selling Tool—Feb. 28, p. 35. 

When A Woman Selects A Home—May 8, p. 


Building Institute To Aid Sales—May 8, p. 


Building Good Will—May 22, p. 29. 
How The Small Town Dealer Can Grow 
Through Serving—June 19, p. 47. 

A Personal Letter To Southern Pine Manu- 
facturers—July 3, p. 42. 

Do You Know Your Customer’s Gripes?— 
Aug. 14, p. 85. 

Protecting Your Future—Oct. 9, p. 100. 

Good Public Relations—A Key Objective 
In Retailing—Oct. 9, p. 71. 

Tulsa Dealers Reap Benefits From Coopera- 
tive Advertising—Nov. 20, p. 40. 


Miscellaneous 


Putting Extra Bathrooms In Small Space— 
Jan. 3, p. 31. 

Dealers With Or Without Veterans—A 3 
Minute Reminder—May &8, p. 78. 

Sales and Service Go Hand In Hand—Sept. 
25, p. 32. 

A Great and Good Man Has Gone—Mar. 
13, p. 73, 

Sma!l Greenhouses—New Dealer Market— 
Jan. 31, p. 36. 

New Houses For Old—Oct. 9, p. 76. 

Engineering Principles In House Design— 
Nov. 6, p. 61. 





UY THE OFCIS 





A quiet family gathering on De- 
cember 1, marked the 92nd birthday 
of Willard C. Burton, president of 
the Burton Lumber and Hardware 
Company of Salt Lake, Utah. Mr. 
Burton is active as head of the com- 
pany. He has three children, 23 
grandchildren and 18 great grand- 
children. 


Appointment of Russell Inwood as 
vice-president in charge of manufac- 
turing and engineering, is announced 
by James R. Sebastian, president and 
general manager of The Rapids- 
Standard Company, Inc., Grand Rap- 
ids, Mich., manufacturers of the 
Rapistan line of material handling 
equipment. The new advancement 
climaxes eight years of Rapids-Stand- 
ard experience for Inwood who was 
a supervisor of assembly, welding and 
shipping operations until he became 
superintendent of the Bond avenue, 
Grand Rapids plant five years ago. 


The Porter-Cable Machine Company, 
Syracuse, N. Y., announces the ap- 
pointment of John A. Proven as gen- 
eral sales manager. Mr. Proven pre- 
viously held the position of vice- 
president ard sales manager of the 
Sterling Tool Products Company of 
Chicago, and is well-known in in- 
dustrial distribution circles. 


OBITUARIES 


Thomas H. Rose, 90, late president 
of D. M. Rose & Company, Knoxville, 
Tenn., died December 4 in Asheville, 
N. C. Mr. Rose began his career as 
manager of the South Knoxville plant 
when he and his brother, the late Dan 
M. Rose, founded the lumber mill 72 
years ago. Mr. Rose became president 
following his brother’s death in 1926 
and continued as the head of the 
company until last year when his 
health began to decline. He was suc- 
ceeded by D. Morton Rose as presi- 
dent. 


Clarence L. Willis, Sr., vice-presi- 
dent and general manager of the Gulf 
Lumber Company, Mobile, Ala., died 
at his home in Mobile, December 4, 
after an illness of six months. Born 
in Meridian, Miss., in 1884, Mr. Willis 
devoted his life to the southern lum- 
ber manufacturing industry in which 
he became widely known for his me- 
chanical genius. Prior to his associa- 
tion some 10 years ago with the Gulf 
Lumber Company, in which he was 4 
partner, he was employed by the 
Turner Pine Company and the West 
Florida Lumber Company, at Carra- 
belle, Fla. He was a member of the 
Board of Directors of the Southern 
Pine Association for many. years, and 
was a natural choice for the Chall- 
manship of its Mechanical Efficiency 
Committee when it was formed three 
years ago. 


December 18, 1948, AMERICAN LUMBERMAN & 
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_,, Bostwick, having specialized in dealer service for 58 years, 
py has geared its operations to direct mail service. Thus, 

tO nay your orders and inquiries, uninterrupted by red tape, are 
Pe NQ kz answered immediately by company executives AT THE 
es HOME OFFICE WHICH IS LOCATED AT THE FACTORY. 


All types of metal You will have close, personal contact with your manufacturer. Better yet, 
tath, 368 ndard a the mail is an easy, quick, and accurate way to carry on a dealer business 
° xpanded corner with Bostwick. Try it—see for yourself. 
. ite, 
g, cornet 
“a7 d THE BOSTWICK STEEL LATH COMPANY 
. 100 HEATON AVE. - NILES, OHIO 
— sie © £8= = = =—=—=—asststs ee ieee Lee ee eee 









THE BOSTWICK STEEL LATH COMPANY 
100 HEATON AVE., NILES, OHIO 


SEND ME SAMPLES 











Name 








7 Company 
j i 
Address 
1 | 











XP74281 

XG7428| 
XH74281 
XY74281 
XH29! 


CU77500 
DD77501 
CR77501 


AU7591 
BD7591 
AR7591 


pen for business 


the exact kinds of business that keep stocks turning fast 


This YALE-sponsored “hardware-store-within-a- can be obtained quickly from the nearby distribu- 
store” is designed so that you can fill most customer _tor’s stock 


requirements from a minimum inventory. Ask your distributor for facts on plans and cost of 


The Stock Control Card, attached to the inside of this cabinet. THE YALE & TOWNE MANUFACTURING 
the cabinet doors, continually shows which items CoMPANY, Stamford, Conn., U.S.A. 
are making money for you and tells if you have 
enough of each to fill normal demand. 


Here’s how it works (and note that there’s x9 
work for you). Your YALE distributor makes up an 
initial model stock ... calls regularly to check up on 
the stock ... fills in depleted items as needed ... and 
periodically analyzes stock movements for possible 
changes in model stock. 


At any given time you have enough of each “most- 
wanted” number. Rarely-called-for types and sizes 
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